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EVANS PLAYERS 
Leathertown Theatre 
week of February 22nd. 
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little 


truth, too- 
Evans Leathers af 
leathers, and no one 


that’s the truth! 
That goes for us too. 
the gracious lady of kidskin- 


grained goatskin- 


Evaline -- 
Brogi -- who stands for 
CAMDEN, wn. J. 


JOHN &. EVANS & co., 
©1944 
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PASADENA, CALIFORNIA 


will appear in 


VOGUE... . February 15 
HARPER'S BAZAAR .- March 1] 
Mademoiselle. . . March! 
NEW YORKER . .-— March! 


C... Heydey, as most Joyce original 
patterns, is soled with Colonial 
Natural Sole Splits, a bottom leather 
which has been proved by impartial 
tests to wear better than ordinary 
soles ... and whose working qualities 
and good looks have answered the 
sole leather problem for many of 
the country’s leading manufacturers. 
Colonial Sole Splits, both natural 
and finished, have definitely won a 
permanent place as a new, and better 
bottom for many types of footwear. 


COLONIAL TANNING CO...BOSTON 
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NATURAL 
SOLE 
SPLITS 
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SMARTEST SHOES ON THE SQUARE 


Every man rates an airplane stamp of his very own—to 
step into the new season with the lift and feeling of 
JOHNSONIANS, "Smartest Shoes on the Square." 





The new day is coming—when every man, everywhere in 
this broad land, may enjoy the freedom of new shoes— 
JOHNSONIANS in particular. 


Every merchant, everywhere, has in his future plans a 
place for JOHNSONIANS, the nationally-known, nationally- 
accepted line of men's shoes, built by a strong, coordinated . 
organization of JOHNSONIAN shoemakers. 


CSfohncenian COCOCO7#~Z- ENDICOTT-JOHNSON SHOE CORP. 


NEW YORK CITY . ENDICOTT, N. Y. - st. cours, MOB ae 
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Girls-on-the-job: Ella Mae Cason, Janet Ellen Bowker —Meteorologists—U.S. Weather Bureau, Wash:ngton, D.C. 


2,000,000: 744 -wilh pc 


have a future 


*350,000 career girls buy Glamour 


Perr ment, over SATE LOO rene &. The girls-on-the-job today are learning to buy finer shoes 


than they ever bought before. They’re buying more clothes... 
and better clothes. They’re buying the best cosmetics... in quan- 
tity. And these are habits they'll cling to. As tomorrow’s able 
earners, tomorrow's young rtharrieds and managing mothers, 
they'll be a knowing market for volumes of fashion merchandise. 

Right now, two million girls-with-paychecks (817 of them 
under 30) are forming quality buying habits... discovering the 
trade names they'll buy by, after the war. A major market-for- 


tomorrow is learning lessons today... from (; LAM () UR 
20¢ atthe 


newsstand The magazine for the girl with a job—and a paycheck 
THE CONDE NAST PUBLICATIONS, INC., 420 LEXINGTON AVENUE, N.Y.C. 17 
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These grand shoes reflect the spirit of the times with an- 
other revolutionary feature, another FIRST by Smith— 
Synchro-Plastic Soles! They are more than a ‘matter of 


war-born expediency . . . Smith Synchro-Plastic Soles tep 
resent, we believe, a forward step for the future. * 


Messages about Smith Synchro-Plastic Soles will go out 
in ESQUIRE regularly to the best man-market in the 
World . . . telling eager, careful shoe- wearers that water- 
Hesfant, wear-resistant, non-skid, flexible, re-soleable 
Gnctro-Plastic Soles are marching forward with these 
‘tiles-and. -years-ahead shoes. 
ap SMITH SHOE COMPANY, CHICAGO 22, ILLINOIS 


Fibruory 15, 1944 


THE LARGEST SELLING FEFTY CENT MAGAZINE IN THE 


A pre-sold market is 
eagerly awaiting these 
skilfully constructed, 
long-famous shoes. 
Their far-in-advance, 
patented Synchro-Flex 
Construction, their 
new, fame-inviting 
Synchro-Plastic Soles 
will put your best foot 
forward —for increased 
sales and prestige! 
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“I’M NO SUPER-SALESMAN—but take the young 
woman I've just sold these shoes to. She wanted style, of 
course. And, like most women today, she wanted real com. 
fort, too. Usually, she tries on several pairs—then has a 
hard time deciding which pair feels best. 

“Today, it was different. I brought out a pair made with 
Cushion Cork*. And, as I slipped them on her feet, I care. 
fully explained how Cushion Cork makes shoes more com. 
fortable. 

“She walked around. There was no hesitation this time. 
Right off, she said, ‘I'll take these—they’re really com- 
fortable!’ 

“So, you see, by selling shoe comfort, I literally helped 


to make up a woman's mind!” 
x * * 


HERE ARE THE SALES-CLINCHING FEATURES of 
Cushion Cork: Used as a filler piece, midsole, or platform, 
it really cushions the foot . . . eases breaking-in . . . insu- 
lates against heat and cold. And, because it is porous, 
Cushion Cork permits air circulation, allowing the feet to 
“breathe.” 

Put these comfort features to work selling shoes for you. 
Specify Armstrong's Cushion Cork on your next 
shoe order. Armstrong Cork Co., Shoe Comfort 
Headquarters, 9602 Arch Street, Lancaster. Penna. 


Coadhean Coe 


ADDS COMFORT TO EVERY 





* Reg. U. S. Pat. Off. 


ARMS TRONG’S SHOE PRODUCTS 


CUSHION CORK en LO): Ol 20) 801), 
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and a Tribute 





BRING our the goblets and the candles! ...This year again, in cities throughout Amer- 
ica, another group of dealers will celebrate their Silver Anniversary with Walk-Over! 
We're proud to add their names to our quarter-century list ...now more than 400 
dealers who have sold Walk-Overs for twenty-five years or more. 

There have been fat years over that span, times of plenty for all. But there have 
been lean years, too—depressions, shifting consumer trends. Even today’s volumé and 
profits have brought hardships along with them. 

So we want to take this occasion to pay tribute to all our steadfast friends. The ones 
of 25 years. The five veterans of 50 years. And the hundreds of others whose loyalty 
shows approval of our shoes and our dealer policy. 

‘If we could drink a toast to you, it would be simply this: “Here’s to the future. We 


shall guard it by full and friendly cooperation with you, today and always!” 


WALK: OVER 


Goo. &. Keith Company, Brockton 63, Mess. 
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SHANTY 
White Suede — 
14/8 heel 


Siete) 


White Maracain, 


open toe and 
back —12/8 heel 


TRILLON 
Patent Leather, 
also White, Black 
or Turftan 
Maracain. Cuban 
or Hi heet 


White Suede, 
Vv vamp 
Cuban or 
Hi heel 


THRILL 
White Suede, . 
Patent Leather 
or Wine 


Ob MNVERS & SONS, Inc. 


- Sherwood and Curtain Avenues 
‘Baltimore-18, Md. 
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tee lady wants a lift for 
her wartime wardrobe. And, brother, 
she's going your way if you're 
handling VICTORY's non-rationed 
casuals and novelties! 









Styling and colors as gay and fresh 
as the Spring Season itself! Shoes 
shown available in Red, Green, Blue, 
Beige and White Fabric. 

















Give your rationed shoe business a lift, too —}| 
See the new NON-RATIONED 
Spring and Summer Line. | 





TO RETAIL at $4 & $5 } 
Others from $2.49 


* 
All Prices in | 


Accordance With 





New OPA Regulations | 








VICTORY FOOTWEAR SALES CO. 

























atatslea 




















Preserve the Beauty and Utility of Closed-Toe Styles 
with Celastic 


Crtastic is a solution-sof.- 
tened box toe material that 
conforms to the exact con- 
re tour of the last over which 
ast 3 cca the shoe is made. 


Celastic is also an important 
element in preserving the 
wear-life of useful footwear 

. a toe that holds its own 
through every exacting use. 
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UNITED SHOE MACHINERY CORPORATION sosrton, massacuserts 
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manufacturers are planning now for 
the time when it will be their turn to 
move. Have you begun to decide what 
trade names will carry your business 
forward most aggressively after V-Day? 

| MILLIONS OF 
_ MESSAGES 
ae | A MON TH eee 
Ones | we a in 
and Key eliling Grate ane, 
me tomers for you ... custom- 

ers for Trimfoot Baby 
BABY DEER AND PRE-SCHOOL Deer and Pre-School Shoes. 

















TRIMFOOT COMPANY << TRIMFOOT TERRACE <x FARMINGTON, MO. 
February 15, 1944 
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Oh ‘ Expert fitter M. H. Shirley selis 

’ oa “ . this active young lady a pair of 

‘SB. e #3049 to give correct proportion 

, ; to a dressy foot, with needed sup- 
port as well. 
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When a very 
young girl 
needs a 7/2B 
in size, the 
foot is given 

11 in a 
10/8 heel, 
with smart. 
ness on the 

side. 


FEET COME HARDER-T0-FIT, 

BUT W. B. COON SCIENTIFICALLY 

CONSTRUCTED SHOES SOLVE 
THESE WAR-TIME FOOT PROBLEMS) .... 


The Freemans live a life of good shoes and good shoe fitting, 
in this busy store in the shopping center of Tioga, a section of 
Philadelphia — tremendously active in war work and yet also 
serving trade from the “Main Line—Oak Lane and Chestnut 
Hill." t's W. B. COON Shoes and Freeman service that has 
created this enterprise. 

Women's shoes in the Freeman store are classified into three 
parts: 

ii “ individua , conomi social 
re, onde ann 3 wi Mo gpl a ag phe eg for the cotta in- 
as a shoe store worker q clined female than for any other, as she requires a smart looking 
to help solve the man- iy shoe, that is capable of meeting the basic requirements of foot 


power problem of pro- ° 
prietor, Eva Freeman, comfort and correction. 


matsex oss A corrective shoe is a shoe prescribed for the purpose of correcting 
a mechanical defect in the foot. An ordinary low-heeled, well- 
fitted shoe is not a corrective shoe. In adult life the necessity arises 
for the functional correction of pain by means of a wide variety © 
lasts, patterns, sizes, widths and weights in proportions peculiar fo 
each individual foot. 


For the aged one must select a shoe that has rigid support, plus soft 
uppers—as the feet of the aged cannot tolerate the heavier leathers, 
Feet are constantly met that are deformed and stiff and we find 
that the uppers serve an important part in giving greater comfort. 
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Mrs. Eva Freeman, owner and operator of the Freeman 
Company, 3628 Germantown Avenue, Philadelphia, Pa. 
sys: "We offer our extensive experience as a test of the 
dependability and quality craftsmanship that we have 
cbigined from W. B. COON COMPANY, Rochester, 
N.Y, from 1914 to date—covering two wars and periods 
of peace and that's something for the book of coopera- 
tion between manufacturer and merchant." 


Mrs, Freeman continues: "We believe in keeping rec- 
ards of stock on hand, on order and in process of sale; 
and even further into the life of the shoe as worn by the 
cutomer. For seven years now | have been following the 
path set down by Louis |. Freeman when he was alive; for 
he taught me the way of business management by con- 
tant attention to records and details. That's the way to 
build @ shoe business. 


"We have found it especially true of 
W.B. COON Shoes that they are sal- 
ble to the last pair and that a store 
vith complete runs of sizes, has a shoe 
on the shelf for every type of foot. 








W. B. COON SHOES—SELECTIVE IN-STOCK SER- 
VICE—is now on a war basis of operation—utiliz- 
ing only those materials not essential to our mili- 
tary forces. 


A—FREE TREADS: A related series of broad tread 
st;aight lasts. 


B—OUTFLARES: A related series of broad tread out- 
flare-lasts. (Both of the above groups are available with 
the TRIBALANCE insole as well as in the conventional 
welt construction.) 


A large store with extra 

large window displays, car- 

ries a complete and com- 

prehensive stock of W. 8B. 
co Shoes. 
























































a eam a big seller, Dr. Scholl's 
Foot Powder sales this year will 
smash all records. Millions of people, 
more active on their feet than ever in the 
past 20 years... in war plants, factories, 
offices, farms, etc. ... will have more need 
than ever for Dr. Scholl’s Foot Powder! 

The national advertising we are put- 
ting behind Dr. Scholl’s Foot Powder 
this year is the greatest in our history. It 
is appearing in many large circulation 
magazines, including: 

Ladies’ Home Journal... Good Housekeeping 


- ++ Woman's Home Companion... McCall's 
. ++ American Magazine... Life... The 
Saturday Evening Post... Collier’s... Parade 
.«- Parents... True Story... Modern 


Magazines .. . McFadden Women's Group. 

In addition—Nancy Sasser’s “Buy Line” col- 
umn in 44 large Sunday newspapers and more 
than 100 daily newspapers . . . total circulation 
of MORE than 70,000,000! 

Stock up NOW with Dr. Scholl’s Foot Pow- 
der and tie up to our huge advertising campaign 
by constantly keeping this fast-mover on display, 


THE SCHOLL MFG. CO., inc. 


213 W. Schiller St., Chicago - 62 W. 14th St., New York 


FOR EXCELLENCE IN Re WAR PRODUCTION 
er 
LARGEST-SELLING 
FOOT RELIEF OF 
ITS KIND IN 


THE 
WORLD! 









D’ Scholls 


FOOT POWDER 
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*. . . and these are genuine Rajah Rubber 
Soles.”” How often have those words helped 
to complete a sale! Now, with quality more 
than ever the first requirement, soles bear- 
ing this famous name are still making 
selling easier. Long months of scientific 
research have given to today’s Rajah Soles, 
exclusive features in addition to the per- 
fect comfort and long sturdy wear they’ve 
always offered. We are looking forward to 
the day when we will be able to supply the 
needs of all those who have shown such 
a tremendous interest in today’s Rajah 
Rubber Soles. 


REG.BT U.S.PAT. OFF, 








for shoe salesmen / 


Giah  ueger so.es 


BSHUGOT 


Looking forward to After Victory, the SHUGOR Taylor 
presents these beautifully-designed, superbly-fitting gore) 
patterns for postewar shoes. \We are prepared to help you 
create a ling of shoes for after the war that will look better, 
fie better, feel better, than those of preewar days. Now, if, 9 
the time to plan for the future, to get ready, to line up 
sources acof hn For information on shoe goring, write 
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“Your Footprint in Leather” 


Februcry 15, 1944 


actually show that 91% of men 
once fitted with Matrix Shoes come back for 
more Matrix! 


Do you know any other shoe which can 
match that record? 


There’s a simple reason for this high average 
of repeat business on Matrix Shoes. Matrix 
Shoes have an exclusive feature that really 
produces the wearing, standing, and walking 
comfort every man wants. 


Just ask your customer to put his hand inside 
the shoe he now wears. Point out to him how 
his foot has made an impression in the inner- 
sole by long and painful pounding. Then have 
him put his hand in a smart new Matrix Shoe, 


to show him that the correct curve-for-curve 
impression of his foot is there right from the 
start. 


You tell a truly different and superior story 
of shoe comfort when you explain how “Your 
Footprint In Leather” cradles his foot gently 
from the moment he puts on Matrix Shoes. 


It’s easier today to sell more men better 
shoes, so show every customer the Matrix and 
you'll raise your batting average of repeat busi- 
ness. For when your customer steps out in his 
new Matrix Shoes, the chances are 9 out of 10, 
he'll be your customer again. 


Remember these selling facts next time you 
ow any man a pair of shoes! 


MATRIX SHOES 6 cece 


Made by The House of Hoyoood » Worcester, Mass. - Mens Fine Shoomakers since 1864 


17 














RESISTS SCUFFING 
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RESISTS STAINING © 


RESISTS FADING 


BETTER THINGS FOR BETTER 


‘'These heels stay 
new for the life 
of the shoe 


eee they re 3 T 
, ogee 


When a woman stands at the mirror and can’t 
make up her mind . . . that’s the time to mention 


Du Pont Scuffless ““Pyraheel” plastic heel covering. 


For ‘‘Pyraheel” does more than give long life to 
shoes! ““Pyraheel” gives you a selling point... 


Tell the hesitating customer . . . 


“These heels are PLASTIC-covered! 

“They'll look new for the life of the shoe. 
“They're Du Pont Scuffless ‘Pyraheel’: . . 
made by the makers of nylon and Lucite!” 


Very likely, you’re getting “Pyraheel” in some of 
the shoes you stock. Recognize it by the clear rock- 
like ring when tapped with a metal shoe horn. 


Specify ““Pyraheel”’ when you order. Comes in all 


colors permitted under rationing. 


E. I. du Pont de Nemours & Co. (Inc.) 
Plastics Dept., Arlington, N. J. 


DU PONT 


“PYRAHEEL” 


REG. U.S. PAT. OFF. . 


plastic heel covering 


LIVING... THROUGH CHEMISTRY 
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G.PS. means GERBERICH-PAYNE SHOES 
Still best quality procurable 


Gerberichs have always been "tops" with boys, but now that fewer pairs must do 
them, parents have taken a new interest in the quality of the shoes their boys wear. 


Your limited stocks will not permit you to fit a// the boys who want Gerberichs today, 


but, every pair you do fit helps to make them more popular than ever, and to increase 


the value of your franchise in this name. 





SERBERICH- PAYNE SHOE COMPANY * MOUNT JOY, PENNSYLVANIA 
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,.. Jasdbated 
AVON Si 


With a velvety surface that cushions the shocks. 
Ww FLEXIBLE e © © Pliant and springy as the foot itself. 


Ww INSULATED e e « Heat and cold resisting — will not draw the feet. 

They k he f health 

tx WATERPROOF ... in'ciiscerom 
Serviceable and fortable f 

% LONGER WEARING “— poe ape —— ortable for 

These Four Star Soles are the result of scientific research in the Avon 


Laboratories and the skill of Avon chemists and craftsmen. They out- 
wear the best leather and any other material we know of. 
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SOLES SOLES 


AVON SOLE CO., Avon, Massachusetts 
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By UNITED LAST COMPANY 







































































Both styles are made in Men’s and Women’s sizes and 
are produced entirely from non-restricted materials. 
Now in stock in all standard sizes and widths and in the 


following colors:— 


, 1—Highly polished 1—“Pastel” blue or polished 
Men’s 


light mahogany light mahogany 


No. 3—Oriental “Mandarin” red or 
highly polished light mahogany No. 3—“Pastel” blue 


Women’s 


These shoe trees are attractively 
priced for profitable consumer sale. 


UNITED LAST COMPANY 


MARBRIDGE BUILDING ROOM 503, 47 WEST 34th STREET, NEW YORK 1, N. Y. 
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"HOLE LOT Man 


When you see this ribbon on a uniforn, 


lot more than just 


marks a man who has spilled his blood in the 


his country. 
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Purple Heart 


name is also a 


bears it. Years of consistent 
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make the Jarman 


shoes you sell. 


brand, by tying 
Saturday Evening Post, 


lasting good-will 
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JARMAN SHOE C 
A Division of 
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BUT, IT MEANS A WHOLE LOT MORE THAN THAT 
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WHEN IT'S PINNED ON A FIGHTING MAN'S CHEST 





you know it's a 


a.colorful decoration. The Purple Heart 


service of 


is worn only by those who have earned it 


recognition of true merit 


to be compared with what the 


well-known and trusted brand 
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true merit in the product that 
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locally with Jarman's ads in Life and The 


the customer acceptance 
the Jarman name inspires 


TO RETAIL AT 


$585 to $985 
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SHOES FOR MEN 
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ALWAYS INTERESTED IN SHOES! 


Saal 


‘es, SHE is always interested in shoes . . . but the modern 
woman has found out that all that glitters is not gold! And, that 
style alone does not give her what she wants. So . . . through 
consistent National and Local Advertising she has learned about 
Natural Bridge Shoes that have the beauty of shoes built only for 
style plus features that make walking delightful. 


Keep your eye on Natural Bridge Shoes, and when Victory brings 
us ample material and hundreds of our skilled 
employees return from the Armed Forces, we hope 
to be able to supply the needs of those merchants 





who have been waiting for the Natural Bridge 


franchise. 


Wr, Our National Advertising will keep the buying pub- 
lic perfectly familiar with National Bridge Shoes. 


The 
Natural Bridge 
pe of Virginia 





TO RETAIL PROFITABLY AT 
~ To 


DENVER WEST 
SLIGHTLY HIGHER 


a 
a 





NATURAL BRIDGE SHOEMAKERS - 


YNCHBURG + VIRGINIA 
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10 vote EORTUNE FIRST: 


No wonder Fortune is America's leading brand in the $5 to 
$5.50 price field—Fortune leads all other brands in this price field in 
Style, Fit, Value and Advertising. \n an independently conducted 

survey made recently among retailers from coast to coast 
you voted Fortune first right down the line. 


- 
: 5 | Y L E Even though adhering strictly to the government restrictions 


on styling, the Fortune line contains a sparkling array of styles that sell—so distinctive 


you voted Fortune first in America for styling. 


; | The fact that Fortune shoes were voted the best fitting shoes 
is a tribute to the painstaking care used by Fortune craftsmen. Every pair of 


Fortunes is built to fit. 


» VALUE 
: ban There's no resistance at the fitting bench when Fortunes are 
fitted—the dollar-for-dollar value is immediately apparent. Retailers themselves 


voted Fortune first in value among all other brands in the $5 to $5.50 price field. 


MD ADVERTISING sic sce n advertising prove tht rte 


appreciate the important value of Fortune's outstanding ads in America's leading 
magazines, and the colorful, effective programs of window displays and 


merchandising aids. Fortune's advertising backs you up so you can stay in front! 





RICHLAND SHOE COMPANY © NASHVILLE © TENNESSEE 


ADIVISION OF GENERAL SHOE CORPORATION 


February 15, 1944 2s 
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Right day and night—for 
little afternoons and big 
evenings . .. for all sea- 
sons, all purposes, all oc- 
casions . . . shoes styled in 
Tandrite Calf are fashion- 
able and functional. 


For only Calfskin .. . of 
Tandrite character... 
assures Style fused with 
stamina... Fit teamed with 
staying power... Beauty 
undimmed by long wear. 


Tandrite is synonymous 
with finest Quality calf- 
skin ... its exclusive tan- 
ning techniques produce 
that peerless Color and 


Finish. 





E. HUBSCHMAN & SONS, INC. 


PHILADELPHIA. ‘ 
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The Matron 
A Drew Gypsy a 
No. 7900 — All-over Black ’ 


Kid, Extended Arch Rest sda 
Insole, Extra Eyelet for Fine 


Fitting, 69 Last, 


and 11/8 Outside, Leather 
Heel. 





69 Last, 12/8 Inside, 
11/8 Outside, Heel — 
Scientifically graded 
especially for feet with 


<i 


Average to short 
heavy arches. 


Average or 
long toe, full 
toe charac- 
ter with pro- 
vision for 
more than 
average pro- 
nation. 


An _ elonga- 
tion of a 
size and a 
half. 


ai) 


Medium or low arches. 
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Slightly over average 
instep. 


Over-average tread. 
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WHAT DREW'S 
“SCULPTURED-T0-THE-FOOT”’ FITTING 
REALLY MEANS 


lt means DREW SHOES made over DREW'S 7 BASIC LASTS, the result of 
years of research, careful analysis for years of shoe fitting problems in 
nationally famous clinics and among the country's outstanding foot specialists. 


It means the correlating of lasts and patterns and using every technical and 
scientific factor of shoe designing to give the finest fitting service to the 
greatest number of feet. This means taking care of all types and peculiarities 
of “hard-to-fit" feet. 


lt means DREW Shoes bring complete satisfaction to women who seek 
unsurpassed walking pleasure in footwear lovely to look at. 














THE IRVING DREW CORPORATION, LANCASTER, OHIO ol eunrs 


Arch Rest and Foot Friend Shoes fo retail at $7.95 and $8.95 
Dr. Hiss Shoes to retail at $8.95 and $10.95 


Duw tach Reeat bos 


Women’s Fine Welts For Over 50 Years NR HISS 








New York, 746 Marbridge Bidg. 
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“THe RETURN OF OPPoRTU.- 
NITY” is the title of a book by 
William R. Kuhns, Editor of 
Banking—the trade paper of that 
field—which assembles the opinions 
of well-informed leaders represent- 
ing 150 important industries—in 
answer to the editor’s question: 
“What Opportunities Will There Be 
In Your Business After the War?” 

Get a copy by sending $3.00 to 
Harper & Brothers, 49 East 33rd 





Street, New York City. This isn’t 
a case of where we got a review 
copy. We paid $3.00 for it too; and 
hope to send it to a young man, dis- 
charged from the Army, who is 
somewhat of a pessimist on his im- 
mediate future—much more on the 
inevitable post-war set up. 

In the introduction, Thomas 
Wolfe says: 


“To every man his chance— 


to every man, regardless of his birth, 
his shining golden opportunity— 

to every man the right to live, to work, 
to be himself, and to become whatever 
thing his manhood and his vision can 


combine to make him—this, seeker, is 


the promise of America.” 

The one and only shoe and leather 
comment in the book is by Merrill 
A. Watson, Executive Vice-Presi- 
dent of the Tanners’ Council of 
America and we cull these para- 
graphs: 

“Opportunities for careers should 
not be lacking in the leather busi- 
ness. One must go behind the his- 
torical facts of the business to make 
& proper appraisal of employment 
potentialities. . . . They are now 
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beginning to realize that plans 
must be made for bringing in new 
talent and new blood. Established 
businesses have not infrequently 
failed to take advantage of poten, 
tialities in the leather industry be- 
cause of inadequate executive per- 
sonnel or for lack of keen and ag- 
gressive management. There should 
be opportunities, therefore, for in- 
teresting and remunerative mana- 
gerial jobs in the leather industry. 
This is particularly true in the field 
of merchandising. Tanners have for 
centuries been production-minded. 
Their interest seems to be in tan- 
ning hides and skins rather than in 
merchandising leather. Tanners 
must become better leather mer- 
chants and to that end they must 
utilize modern marketing practices 
and market research. This will re- 
quire merchandising talent.” 


* * . 





WHEN Governor Blood of New 
Hampshire spoke before the New 
England Shoe and Leather Associa- 
tion’s Seventy-Fifth Annual Meet- 
ing, he said: “There is opportunity 
for the man in trade to be not only 
conversant with his specialized field 
but to be tremendously interested 
in the opportunity and progress pos- 
sibilities in and around his com- 
munity. It is by this form of fight- 
ing for progress that we can make 
America truly great for the individ- 
ual as well as the nation.” 

Increase opportunity and you in- 
crease the sale of shoes. It was 
Elbert Hubbard who said: “Shoes 


mirror the progress toward civili- 
zation.” Senator Brewster said, at 
the same N.E.S. and L. meeting: “A 
billion barefoot men, women and 
children need shoes to step into 
better living—What an opportunity 
to expand.” 

The Boot ann SHOE RECORDER 
will shortly start a series of articles 
on Opportunity Within and Without 
The Trade to stimulate American 
initiative and individual enterprise. 


[WASHINGTON 

















WILLIAM M. JEFFERS, president 
of the Union Pacific Railroad and 
former Rubber Administrator, to 
whom we are eternally grateful for 
the progress made by synthetic rub- 
ber, recently addressed a meeting at 
Chicago and asked that the job of 
economic reconversion after the war 
be done by clear-headed business 
men and not be left to politicians. 
He said: “There is more common 
sense on the Main Street of Wahoo, 
Neb., than on Pennsylvania Avenue 
in Washington. There is no ‘bottom 
to the barrel’ of American business 
genius. The American people are 
primarily business minded. They 
know instinctively the practical way 


of life.” 


WALTER T. SCOTT of the Servus 
Rubber Company, New York, has 
a solution for the problem of black 
soles that mark floors. In fact, it is 
rumored that already one famous 
gymnasium has taken up the idea. 
Here it is: “PAINT THE FLOORS 
BLACK.” 
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HERBERT J. RICH, JR. of B. 
Rich’s Sons, Washington, D. C., 
tells us: 

“We were very amused yesterday 
at an incident which occurred be- 
tween one of our retail salesmen 
and a customer on whom he had 
just completed a double-header sale 
of a pair of black and brown shoes. 

“The customer queried: ‘What 
kind of polish would you suggest 
that I use for these?’ The salesman 
replied, after a little hesitation in 
thought: ‘I’ve got just the thing. 
One polish—a white polish—that 
will work well on either the black or 
the brown shoes.’ 

“The customer was very doubtful 
and skeptical concerning this ad- 
vice and asked: ‘How in the world 
can one polish possibly do for two 
different colored shoes?’ The sales- 
man was a little taken back that the 


SOA P 








customer should question his knowl- 
edge but reflected deeply and then 
a brainstorm hit him suddenly. He 
said: ‘Madam, if you were a drug- 
store clerk, you’d sell the same kind 
of soap to a colored person as a 
white person, wouldn’t you?’ The 
customer left. the store with her 
mouth wide open.” 


* * * 


H. M. McADOO, president of the 
United States Leather Company, 
says: 

“Some of the substitutes (for 
sole leather) have afforded good 
‘wearing’ qualities, but those par- 
ticular points of advantage peculiar 
to ‘nature’s product’ still serve to 
emphasize the overall superiority 
of leather in the health and care of 
the foot, and important shoe manu- 
facturers look forward to a resur- 
gence of sole leather in prestige 
and demand when war limitations 
end. 

“At the moment, the prospect for 
increased raw material supply is not 
encouraging. It is hoped, however, 
that through Governmental agencies 
the imports may be enlarged, and 
the domestic slaughter increased, to 
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—What is Money? 


—You'll probably say that it's “a 
medium of exchange" or "a gen- 
eral term for wealth." 


—If you'll look in the dictionary 
you'll find so many definitions 
you'll get dizzy. 

—i once asked the late Frank A. 
Vanderlip, eminent banker, what 
his explanation of Money might 


—"I'm frank to confess," he replied, 
“that although I've devoted all my 
business life to that thing called 

Money, | don't know yet just what it 

is." 

—And Stuart Chase, eminent econ- 
omist, said several years ago: 
—"l was a certified public accountant 

for thirty years, and considered pretty 
good at my job, but | must say that 
| am at a loss to understand or ex- 
plain Money." 

—Arizona's Senator Ashurst once 
told how to decide whether a 
man is a monetary expert— 
—"If he talks an hour about money and 

makes you listen," the Senator said, 
“and when he's through you ask your- 
self "What in hell is he talking about?’ 
then you know that man understands 
the money situation.” 

—Amazing, isn't it, that so little can 
be known about a thing that is so 
essential to our modern compli- 
cated scheme of living! 


President 





the end that our critical material 
may be in adequate supply for our 
armed forces, for help to our allies, 
and for the reasonable requirements 


of our civilian population.” 
- aa 


MORTON FREUND of the Morton 
Freund Advertising Agency, New 
York, before the annual convention 
of the New England Clothiers and 
Furnishers Association, said: 
“Retailers must discontinue the 
exclusive franchise plan of mer- 
chandising whereby only one re- 
tailer in a city distributes an indi- 
vidual branded product. This pro- 
gram is completely erroneous and 


actually results in reducing unit 
volume of individual retailers 
rather than increasing it, as is the 
general belief.” 

Mr. Freund cited several jp. 
stances of retailers who previously 
had “exclusive” franchises, and 
who greatly increased their volume 
when the franchise also was ex. 
tended to competitors. He also 
cited the experiences of other indus. 
tries which, through strong pre- 
selling advertising to the consumer, 
have built up tremendous volumes 
by distributing their products 
through practically every available 


outlet. 
7 — * 


THE heavy work shoes with steel 
reinforced toes, worn by Paulette 
Goddard, in Paramount’s “I Love 
a Soldier,” are borrowed footwear. 
They were loaned to the actress by 
real welders at the Kaiser ship- 
yards. 








Such shoes cannot be bought in 
Hollywood and, because of the steel 
can’t even be purchased at the ship- 
yards by any but genuine women 
workers who have a reason for 
needing the large amount of fine 
leather and precious steel. Yet, in 
scenes for the picture, Paulette has 
to portray a welder on the job and 
the realistic shoes are vital. 

So when the company appealed 
to real workers to lend their shoes 
during the shifts when they are not 
on the job- The response was ter- 
rific and the star had a wide choice. 
So a number of shipyard workers 
are toiling by night in shoes worn 
by day by Paulette Goddard. 

* 


ERNEST A. BEAUMONT, of Al- 
bany, N. Y., says: 

“Never in our time has it been 
more of an asset for the shoe mer- 
chant to have as his merchandise 
sources reputable manufacturers of 
good shoes, who have been in busi- 
ness long enough to have acquired 
the experience to meet emergency 
conditions and who can be fully 
depended upon to give their retail- 
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ers the best in merchandise and 
service that is possible under exist- 
ing conditions. 

“Shoe stores today have prob- 
lems to meet and it is conceivable 
that they may experience greater 
difficulties before conditions im- 
prove, but if they can maintain 
satisfactory relations with their sup- 
pliers and their customers, most of 
them will come through the trials 
of this period .with flying colors.” 








JOHN L. HARRIS of Ross-Harris 
Shoe Store, New York City, sends 
us a cheery note that we would like 
to share with our readers and sub- 
scribers. The verse may be all 
helter-skelter but the theme is subtly 
flattering—or is it? 
“Dear A.D.A.: 
This comes to say 
Thanks for the ‘note’ received today. 
Of course, it’s a reminder that our sub- 
scription is due 
And we can’t afford to miss the ‘Recorder’ 
or you. 
So this is to tell you that when your man 
comes round 
There will be a check waiting for him 
to be found. 
. . 
“As long as I’m writing this note to you, 
I may as well add a word or two 
To say how much we GET out of the 
‘Recorder’ 
Which helps us to keep our business in 
order, 
There are so many good ‘Ideas’ in and 
around 
That practically on every page an IDEA 
can be found. 
: > 
“The first few pages carry some good 
advertising, 
And, here and there they are very ‘en- 
ticing.’ 
Then comes the peppy ‘Voice of the 
Trade’ 
Comments that are by ‘authorities’ made. 
Some hit the spot with an encouraging 
note 
And others—well, ’twere better they were 
never wrote. 
. . 
“Then comes a page or two on Fashions 
and such 
ch don’t particularly interest us much 
use we are kind of ‘conservatve’ in 
our actions 
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And we cannot afford to encourage any 
actions 
That would reflect from the type of work 
we are doing 
For if we ‘styled up’ our shoes, "twould 
be our undoing. 
. > 


“You know, of course, that we WORK 
with the Profession 

With whom we spend many. a moment in 
session. . . . 

And they, like us, like the simpler things 

Which have their compensation and 
brings 

A class of folks to our neat little store 

Which otherwise, we would get NO 
MORE. 


“So we pass up these pages and turn 
another leaf 

And sure enough, we find a few words in 
‘Brief’ 

Which tell us how some fellers are Fit- 
ting 

While on the ‘stool’ they are sitting; 

All interesting, and good stuff for Old 
Men and New, 

Especially for those who want to fit well 
and true. 

7 > 

“Then we come to the ‘Editor’s Outlook’ 

Pages that ought to be put in a BOOK 

For there is Wisdom and enlightenment 
in every word 

And if it weren't there, they never would 
be heard. 

We read it with gusto and read it again 
in leisure 

Then file for the future for the 
THOUGHTS give us pleasure. 


“We don’t know where you get your stuff, 
A.D.A. 

But we could stand such editorials every 
day. 

There are THOUGHTS for the Day, 
Week, Month and Year 





Some are a bit ‘Caustic’ and others full 
of cheer. 

So continue with your THOUGHTS, be 
they what they may 

For it all leads to understanding and « 


better day. 
* 


“Then, there is that page reserved for 
O.P.1. 

Hell, how can a guy pass that by? 

Here and there we see something that we 


wrote 
But whatever is there, it carries a note 
Of something to do, or to pass by . . . 


Whatever it is, it catches our eye. 
> > 









































“Then there is that page ‘Report from 
Washington’ 

Which tells us what is going on and be- 
ing done. 

New York may be the ‘hub of this and 
that’ biz 

But if we are the industry and Washing- 
ton please, 

We have to work as a unit and give what 
it takes; 

For that is the thing that Democracy 


makes. 
> . 


“So keep feeding us with NEWS from 
here and there 

And in spite of the fact that paper we 
must spare 

We think that the ‘Recorder’ is doing a 
work 

To keep us alive and no duties to 
shirk ... 

To make this a nation HEALTHY ON 
ITS FEET 

For when we have that—we can’t be 
beat!” 























“Must we discuss inflation!" 

















Army. Justifies Adoption 
Of New Combat Boot 


Commanding Officer of Boston Quar- 
termaster Depot Says Use Will In- 
crease Foot Comfort and Efficiency 
and Decrease Foot Ailments Among 
Troops in Action. Boot Has Endorse- 
ment of Officers and Men Overseas. 


THE United States Army Quartermaster Corps has 
moved swiftly to spike current complaint in the shoe 
and leather industry to the effect that the Army’s adop- 
tion of the new combat boot will result in an unneces- 
sary and further sharp curtailment of already curtailed 
supplies of leather available for civilian footwear. 

“Any speculation on the increased footage involved 
in the new boot is premature,” it was said in a state- 
ment recently released at the Boston Quartermaster 
Depot. “The new combat boot has not been in large- 
scale production long enough for these figures to be 
accurately determined.” 

Colonel W. J. Calvert, QMC, commanding officer of 
the Boston Quartermaster Depot, is authority for the 
further statement that the Army’s new 10%4-inch com- 
bat boot in its present form gives American soldiers 
overseas the best fighting boot in the world today. “The 
Army is confident,” said Colonel Calvert, “that the 
American people want our soldiers to have the best 
footwear which can be provided.” 

In a detailed explanation of Army combat boot speci- 
fications, the statement, authorized by Colonel Calvert, 


says: 


COLONEL WILLIAM J. CALVERT, OMC 


“The new combat boot, which, in effect, is a Type III 
service shoe with a five-inch leather cuff at the top, was 
designed to eliminate leggings. It has a full synthetic 
rubber sole and heel and laces up to the ankle. The 
cuff is fastened with two buckles so that it can be worn 
loosely around the lower part of the leg to provide in- 
creased air circulation and greater comfort. 

“Need for a new boot to replace the service shoe and 
canvas legging combination became apparent last Sum- 
mer when reports from Army observers overseas indi- 
cated that the legging was difficult to put on and remove 
and that, as a result, soldiers occasionally went for long 
periods without removing their shoes, thus opening the 


way to foot ailments. 


[TURN TO PAGE 91, PLEASE] 


New 1014-inch combat boot, replacicng shoe- 

and-legging combination and paratrooper 

boot. Boot has wide 2-buckle cuff, soles 

and heels of full synthetic rubber. Leather 

in lower part has flesh side turned out. U. S. 
Army Signal Corps photo. 
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SAVING ARMY SHOE LEATHER 


Millions of pairs of Army shoes, some of 
which have seen service on the fighting 
fronts, are now being repaired and recon- 
ditioned for further use, and from now on 
the average recruit's chance of drawing 
two pairs of new shoes when he reports 
for duty at a reception center will grow 
less and less. Photo shows Quartermaster 
Corps salvage station in North Africa. 
Clothing and shoes not good enough for 
reissue to troops will be distributed 


through other agencies, such as Lend 
Lease, UNRRA and French Economic Board. 
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Promotional Theme 
in Tempo with 
1944 Conditions 











by 
ELEANOR 
RUTLEDGE 
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Popular for Spring and 
very feminine is the dress 
with low neckline, shown 
here in an Eisenberg Orig- 
inal crepe dress with lin 
gerie collar and cuffs. Per- 
fect matchmate to it is the 
high heel dOrsay pump 
with frilly ornament, also 
a best seller this season. 













BEST SELLERS— 
Made For Each Other... 


This Spring, by a Happy Coincidence, Best Selling Shoe Types and 
Best Selling Clothes Look as Though They Had Been Made for Each 
Other. In the More Feminine Clothes and Shoes Shown Here... 
Best Sellers All of Them ... Each Costume Has a Perfect Match- 
mate in a Popular Shoe Style. Talking Points for Shoe Promotions. 
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The soft suit will do volume 
business this Spring. We show 
it here in Forstmann’s Rostov 

. a bright electric blue .. . 
wool, with a two-tone blue print 
lining and blouse. The sling 
pump, also a number one best 
seller, has the same softly tail- 
ored look. (For the man-tailored 
suit there are mannish oxfords.) 


Slated to be a best seller for 
Summer is the open back dress, 
formal enough for many occa- 
sions when dressed up with 
ruffles and scallops like this 
pretty cotton dress in waffle 
piqué by Everfast. Perfect ac- 
companiment is the popular 
open back pump, shown here 
with ruffled ornament echoing 
the soft frilly dress trimming. 


IF shoe and dress designers had worked together for 
weeks, they couldn’t have done a better co-ordination 
job. Never, in any season, can there have been a more 
definite linking up of women’s shoe styles with ready- 
to-wear. And since M-217 put a stop to all new shoe 
designs over a year ago, it must seem to the shoe man 
that, this time, he has led the way and designers of 
ready-to-wear are following the trends he has estab- 
lished. 

Take, for instance, the soft suit shown here and 
slated for volume business this Spring. And take the 
shoe, shown with it on these pages, also slated to be a 
best seller. The two styles are naturals, one for the 
other, both softly tailored with a definitely feminine 
look. The same is true of the man-tailored suit and 
the mannish oxford—not illustrated here—both volume 
styles for Spring, 1944. 

Or take the very feminine dress with low-cut neck- 
line, a best seller, and see how perfectly it matches up 
with the popular low-cut d’Orsay pump, shown with it. 
And so with the open back dress, perfect matchmate 
for the open back pump, both best sellers in the Spring 
market. 





Big coat news for Spring 
is the little boy topper, 
shown here in Forstmann 
Attu gray wool. Casual, 
but not too casual, it will 
be one of the most popular 
all-purpose coats of the 
season. Its perfect com- 
plement is this dancing 
school pump which also 
has the little boy look. 








Best seller among youthful 
dresses for Spring is the jumper 
dress shown here in an early 
season model from the New 
York Times Fashion Show. To- 
gether with the pinafore dress, 
another number one 1944 Spring 
and Summer fashion, it is a nat- 
ural for the promotion of little 
girl shoes like this baby toe, low 
heel anklet, due for big season. 


inti eet tre Pe tap aS 


YOU can find the same perfect co-ordination in all types 
of Spring clothes. Here is a best seller, the officer’s 
belted coat, and here is the right shoe for that coat, the 
moccasin oxford, com‘ortable, easy-going, swagger 
looking. 

Or here is the “little boy topper,” young and casual 
but adapted to many uses. Just as young, just as popu- 
lar is the little boy dancing pump. Look at the two 
together. They look right together and that’s the big 
test which shows that they are right together. 

Take the jumper dress, growing more popular from 
season to season. It is a real little girl dress and with 
it goes the little girl low-heel, baby-toe anklet, slated to 
carry over into Spring as a volume style. The pinafore 
dress—not illustrated here—has the same very young 
look and the anklet or the low-heel gipsy seam slipon 
or the ballet slipper are all naturals to wear with it. The 
dress and the shoes are both volume styles. 

Another dress style slated to be a best seller is the 
“middy dress,” with the long-snug-fitting bodice. An 
ankle-hugging stepin has the same style feeling, espe- 
cially the moccasin toe with high-riding tongue. 
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Destined to be a number 
one favorite in all-purpose 
casuals is the three-quarter 
length officer’s coat, shown 
here in El Alamein red 
Forstmann, shetland-like 
wool with officer size re- 
_ weres of navy wool. This 
' low heel, round toe moc- 
/easin oxford has similar 
“practical features of ultra- 
fort and ease plus ac- 
eady style appeal. 





In All Types of Shoes and Clothes This Idea Carries Through 
. .. Fast-Selling Styles in Spring Shoes and Costumes That 
Look as Though They Had Been Made to Go with Each 
Other. For Mannish Clothes There Are Mannish Shoes; for 


Little Boy and Girl Styles There Are Shoes with the Same 
Young Feeling Expressed in Low Heels, Youthful Patterns 

















How Can We INSURE Post-War 


‘ |n this analysis of the basic causes of depressions, written especially for 
BOOT AND SHOE RECORDER and publications in various fields subscrib- 
ing to Business News Service, the author, well-known columnist and com- 
mentator, offers a plan for their avoidance in the post-war period. Rec- 
ognizing declining purchasing power as the cause of depressions, she 
believes prevention of depressions can be achieved by maintaining the 
purchasing power of the American consumer. 


This objective can be reached, Miss Thompson is convinced, by a 
well-organized plan for rebuilding America under a Non-Political Peace 
Consumption Board. Her ideas should stimulate wider study of a vital 
problem. They refiect the viewpoint of the author, 
necessarily that of BOOT AND SHOE RECORDER. 


WHEN Donald Nelson first said that 
the heart-breaking United Nations 
phrase of “too little and too late” 
would be replaced by “too much and 
too soon,” it seemed like an unwise 
boast, but that condition is already 
beginning. Despite the fact that 
American industry is producing goods 
of high and almost immediate obso- 
lescence, it is proving itself competent 
to keep them flowing, moving, sailing, 
flying, shooting, while it provides the 
people at home with all of what they 
need and most of what they want. 

On this score pride is justified, com- 
placency is not. 

This very “miracle of production” 
is just what can create the worst 
problem which American industry and 
society has ever confronted, once this 
war is over. 

The great crises of the twentieth 
century which have been marked by 
periodic and ever-larger waves of de- 
pression, and prolonged and halting 
recoveries, and have been a basic cause 
of revolution and war, have none of 
them been crises of the elements of 
production. At no time have indus- 
tries been bankrupted and men unem- 
ployed and destituted because of a 
shortage of raw-materials, capital or 
laborers, the elements of production. 
Exactly the opposite is true. All de- 
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pressions, in highly developed indus- 
trial societies, are the result of a glut 
of these things. sModern depressions 
never occur on the producing side of 
the scale but on the consuming side. 
They are crises of the market. 

It must be clear to any unconfused 
mind, that they are therefore not caused 
by high wages, or high prices paid to 
farmers whose prices in the case of 
most working farmers are merely 
wages paid to themselves for their 
own work—but that the overall cause 
is predominantly an insufficient mag- 
ket. So-called crises of “over-produc- 
tion” occur only when production and 
consumption get out of balance. 


THE private enterprise system seeks 
to attain balance by reducing the 
number of producers. This is done by 
laying off men, reducing wages, short- 
ening the work week and otherwise 
“cutting the suit to meet the cloth.” 
This does not balance the scales, be- 
cause men who weigh in one side of 
the scales as producers, weigh in on 
the other as consumers, or the market. 
When destitute or made indigent by 
unemployment, they are lost as cus- 
tomers. Since 70 per cent of the na- 
tional income in the United States is 
normally paid out in wages and sal- 
aries, 70 per cent of the purchasing 
power of the country is also in the 


however, and not 


hands of workers of one sort or ap- 
other. If this income is reduced by 
any percentage, the domestic market 
is reduced proportionately. 
Obviously the largest and richest 
market is in the wealthiest country or 
countries, and since production is the 
only source of wealth and we the 
wealthiest country, we are any seller's 
best market. The most profitable ex- 
port trade is never carried on with 
poor countries but with rich ones. 
Thus, though foreign trade never ac- 
counted for more than 7 to 10 per 
cent of American sales, 75 per cent of 
that was conducted with the world’s 
next richest empire, Great Britain. It 
is ridiculous to talk about raising the 
standards of living of the Chinese 
coolie, in order that he should be able 
to buy our goods, if we neglect to 
raise the standard of living of the 
Georgia cracker, in order that he 
should buy his own country’s goods. 
This war has demonstrated that the 
American people have never bought 
the fullest possible production of 
American industries, except when, a 
now, they buy an immense percentage 
of it collectively. War solves the prob- 
lem by providing a convenient collee- 
tive incinerator for about 60 per cent 
of what American factories and fields 
can produce, provided they have 4 
market for it. The market is still the 
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PROSPERITY? 


American people, who are borrowing 
ihe money (from themselves and their 
posterity) to pay for the goods, which 
war then destroys with great rapidity. 
We will have victory, but no offsetting 
«onomic assets to show for our money 
a production for war. An economic 
sset is anything that can be used for 
ihe satisfaction of human needs and 
desires, but there is nothing you can 
do with guns and ammunition if you 
have no more enemies. 

An incinerator is a convenient out- 
kt, but is a most unsatisfactory way 
of meeting the main issue. The prob- 
km is how to create the means by 
which the American people can enjoy 
the goods they are able to produce, 
ad so provide American industries 
with their only sure peacetime market. 


NECESSARY to a solution of this 
problem is a changed attitude of mind. 
We are still governed by habits of 
thought that are hangovers from a by- 
gone age when the problems of produc- 
tion were not solved, and when con- 
tentment with poverty might reasonably 
be considered a virtue, since poverty 
for millions was something inescapable 
that had to be endured. It is no longer 
inescapable, nor need it be endured 
ad millions know it. And it is no 
longer an economic virtue either, but 
@ economic sin. 

The economic argument for the 
“profit system” is that we need profits 
lo increase and improve the apparatus 
of production. Profits are the source 
of investments. However, if our pro- 
duction capacity surpasses every con- 
sumption opportunity, most die-hard 
sandpatters will be unable to find a 
tasonably full argument for a laissez- 
Iaire attitude toward the “profit sys- 
tem.” It is only by extending, accel- 
tating and creating new types of 
consumption that the profit system can 
bereconciled with sound economics. 

When ten million uniformed men 
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by 
DOROTHY 
THOMPSON 


come back home looking for work, we 
are going to have a gigantic going 
production capable, 
conversion to peacetime operation, of 
fulfilling every present desire of the 
American people, and creating new 
products and new desires that they 
have never yet dreamed of. This plant 
has been expanded and kept going 
during the war because its products 
were collectively absorbed for a na- 
tional purpose. And unless new na- 
tional objectives are created, the plant 
is going to contract, many workers 
be unemployed, the market wither and 
many enterprises go bust because 
wealth has again created poverty. 

I don’t think that this will happen 
without the most serious social dis- 
turbances. Too many people went 
through the last depression. The mem- 
ory of it is a horror. This country 
lost in that depression—between 1929 
and 1939—250 billion dollars of in- 
come, or 90 billions more than the 
entire national debt, including the cost 
of the war to date. 

This is the loss, if you calculate 
1929, the last pre-war year of approx- 
imately full employment, as 100. Of 
course, we lost much more, because in 
ten years the productive system had 


concern, after 





become vastly more efficient—so efh- 
cient that in 1943 it produced goods 
to the value of an income of 143 bil- 
lions, considerably more than in three 
full years of depression. In ten years, 
we lost three times the entire income 
ef the boom year of 1929. 


THE way to find a new market is 
not to count on exports to China or 
Australia or Latin-America. A more 
enterprising spirit than we have had 
in the past can create opportunities in 
many foreign places, to be sure. But 
we must always bear in mind that the 
total export trade of the world prior 
to the war amounted to only 35 bil- 
lions annually, less than the increase 
of our production in the past year, and 
we aren’t going to have a monopoly 
of it by a long shot. Furthermore, 
unless we want to take goods in equal 
exchange for goods, we are going to 
be giving part of our products away, 
free for nothing—exactly as we did 
after the last war. If we are giving 
anything away, it would be much more 
sensible to give it to ourselves. 

The way to find a new market, I 
believe, is to create a new market, 
right here in the United States. The 


market created by the war—the mar- 
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ket that most recently has made us 

rich—is collective consumption and 

that’s the way to create a plus market 
, in peace. 

It is patently foolish to say that 
whereas it is wise and legitimate for 
a society to keep its factories going, 
and all its workers, industrial entre- 
preneurs, managers, farmers and pro- 
fessionals employed at high incomes 
in order to manufacture instruments 
of destruction collectively consumed 
for war, it is illegitimate and unwise 
to keep them productive in order to 
manufacture positive assets for collec- 
tive enjoyment in peace. 


make themselves rich by manufactur- 
ing and selling to themselves barracks, 
they can, for instance, make themselves 
richer by manufacturing and selling 
to themselves houses. Wouldn’t it be 
wise to make slums obsolescent and 
supplant wretched, ugly and unhy- 
gienic houses by modern and beauti- 
ful ones, even if the process of doing 
it amounts to a tax on property long 
since amortized with the original in- 
vestment repaid several times over. 

If it is said that people can’t afford 
new houses, it must firmly be contra- 
dicted that they can afford them if 
they are paid to produce them effi- 
ciently—without any excessive prof- 
iteering. If they are not paid to pro- 
duce anything they obviously can’t 
buy anything. 





The young American, fed through 
movies and advertisements a highly 
idealized picture of American life 
must occasionally compare it with the 
reality before his eyes. The entrances 
to our cities show jungles of littered 
lots, old car dumps, and dingy, hideous 
houses in grimy streets. Agricultural 
slums are even worse. In the deep 
South, American citizens, colored and 
white, are living in hovels the like of 
which are not to be seen this side of 
the Balkans. 

Hundreds of thousands of farmers 
are still transporting goods to market 
over dirt roads that are morasses at 
some time of the year and wear out 
trucks and cars at all times. Millions 
of Americans are without electric 
lights or bath tubs or running water. 
Farmers milk their cows in the rays 
of kerosene lamps that too often burn 
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If the people of this country can - 


down their barns. Beautiful streams 
are choked with sewage; de-forested 
hills are eroding. 

In the richest cities, there are 
schools so ugly, unhygienic, dingy and 
crowded that they would long ago 
have been torn down in Sweden. Many 
thousands of children never eat a 
well-cooked, well-balanced and nicely- 
served meal—vwhile poor little Norway 
before the war found it possible to 
feed every school child, rich or poor, 
a hot meal every day. 





DOROTHY THOMPSON SAYS: 


“The way to find a new market 
is not to count on exports to China 
or Australia or Latin America. A 
more enterprising spirit than we 
have had in the past can create 
opportunities in many foreign 
places, to be sure. But we must 
always bear in mind that the total 
export trade of the world, prior to 
the war, amounted to only 35 bil- 
lions annually, less than the in- 
crease of our production in the 
past year, and we aren't going to 
have a monopoly of it by a long 
shot . . . The way to find a new 
market, | believe, is to create a 
new market, right here in the 
‘United States." 





We have not nearly enough hospi- 
tals and not nearly enough doctors to 
keep Americans healthy, and in rural 
communities, countless children and 
adults have never seen a dentist. 

Winston Churchill in his Guild-Hall 
speech suggested a “Four Year Plan” 
for England after this war. America 
needs a generation of such plans. Na- 
tional plans, regional plans, state 
plans, county plans, village plans, all 
plans which will employ labor to cre- 
ate private and collective assets, and 
consume production. 

These plans ought not to be made by 
a central bureaucracy dominated by 
the interests of any political party. 
They ought to be made by bi-partisan 
boards representative of industrialists, 
trades unions and professionals in 
every organized community. Other- 
wise communities that need hospitals 
will get unneeded postoffices and jails 
and most everything will be under- 
taken as a vote catcher. 

There ought to be in Washington a 
Peace Consumption Board headed by 
a man like Donald Nelson or Charles 


E. Wilson to review all programs re- 





quiring assistance in financing and 
integrate the whole program. It ough 
to, and can be, as divorced from 
politics as is the War College, 

All work should be done by privay 
industry under acceptable contracy 
that will squeeze out profiteering, ani 
in all cases labor should be engaged 
off the open market through the pre 
vailing system of collective bargain. 
ing. Under no circumstances should 
any work be considered as “relief” 
The WPA was the most reactionary 
idea ever advanced by “liberals”—to 
create a sub-standard class of sub. 
sistence workers on the periphery of 
an economy! 

We don’t want workers for “sub. 
sistence.” People who are merely 
subsisting are not customers for in- 
dustry. 

We want a population whose mini- 
mum standard is one room per person 
with electric light, automatic refrig- 
eration, freshly painted walls and re- 
spectable furniture in a house on a 
decent looking street, near a *modern 
playground, and a school in which 
every room is light and beautiful and 
every child is fed daily one hot, taste- 
ful meal. 

We want every road that serves an 
economic purpose hard-surfaced. We 
want every town, village and industry 
in reasonable proximity to an airport 
and to hospitals and clinics where, in 
return for medical and hospital insur- 
ances, every one can be treated for 
what ails him and in time. 

We want waste lands reclaimed, as 
parks or forest reserves. We want the 
entire transportation system improved 
and rationalized. We want low-cost 
theatres and symphonies; we want the 
remarkable techniques developed in 
moving pictures for the education of 
soldiers, further developed for teaching 
geography, history and the exact, nat- 
ural and social sciences, in schools 
and in theatres, churches, town halls 
and granges. 

We want industries decentralized, 80 
that agriculture and manufacture can 
be tied together again, and the dan- 
gerous drift toward great cities halted 
and reversed. 

In short, we want to make America 
the most beautiful, inspiring and 

[TURN TO PAGE 78, PLEASE] 
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KEEP FEET FIT... 








Good stores everywhere 


should join in a rousing community program for 
National Foot Health Week, April 24 to 29. Help 


To WALK, 






WORK, 
WIN! 






Uncle Sam now and build increased prestige as a 


post-war back log. 


WITH the War Advertising Council asking advertisers 
everywhere to support the WOMANPOWER campaign, 
stating “women by the millions must work in war plants 
—carry on vital civilian services—release men for 
combat,” your contribution to the FOOT HEALTH of 
your community becomes more important than ever. 
The possibilities of giving real help to the war effort 
through a well planned cooperative National Foot 
Health Week program are tremendous. 

All over the country, industries and organizations 
have devoted ever-increasing attention to the need for 
care of feet and shoes. Fatigue and accidents caused by 
improper footwear can and still do subtract much from 
the war-effort of thousands of individuals. With mil- 
lions more women being called upon for greater work 
contributions, in the factories, in the homes, and in 
civilian services, you can readily appreciate what it will 
mean to drive home to everyone in your community all 
that is embodied in the campaign slogan “KEEP ON 
YOUR TOES IN °44”—for these will be in addition to 
the millions of men and women already contributing 
directly to the war effort. 

While we have stressed the patriotic angle, do not 
overlook the purely selfish fact that, for self protection, 
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shoe men must be actively identified with the promotion 
of foot health and foot care. In fact, the good shoe 
stores in each community should be the leaders—and 
what better way to show leadership than to unite in 
sponsoring a six-day foot health program—April 24 
to 29—right at the time when Winter-to-Spring changes 
make foot care and attention extra important to every- 
one. To save space, and at the same time add strength 
to the promotion, plan to use cooperative newspaper 
ads—announcement and follow-ups—incorporating the 
names of the participating stores. These ads would 
include announcements of the various special features 
planned for each day of Foot Health Week, short copy 
concerning the importance of having shoes and feet 
checked by competent persons at any of the stores listed, 
or at special clinics run during the week by shoe men 
and podiatrists. In all publicity stress the preventive 
angle—foot care and proper shoes to PREVENT 
trouble and assure greater efficiency at work and at 
play. To the promotion of graceful carriage, and attrac- 
tiveness of proper posture through correct shoes add 
the thought of PHYSICAL STAMINA, without which 
even the most patriotic person cannot do his bit to win 

[TURN TO PAGE 78, PLEASE] 
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GOOD FITTING Requires 


FOOT ANALYSIS 


Special Care in Correct Fitting Technique Is Essen- 
tial in Wartime, When a Poor Fit Not Only Causes 
Great Discomfort and Inconvenience to Custom- 
ers, But Also Results in Waste of Scarce Materi- 


Successive Steps in Foot Fitting Procedure. 


Fifth Installment of a Series on Shoe Salesmanship 


by JOHN A. BEAUMONT 


MANY shoe men may well ask 
themselves whether they really at- 
tempt to make a complete analysis 
of their customer’s feet before they 
suggest a particular style and size 
of shoe. If shoe men ever expect to 
attain a professional status, it will 
be necessary for them to recognize 
the importance of that skill famil- 
iarly known as “measuring feet.” 
There are so many factors that en- 
ter into the selection of a well-fit- 
ted shoe that it is ridiculous to at- 
tempt to fit feet by superficial meth- 
ods of measurement. Everyone 
connected with the shoe industry 
knows the salesman who merely 
looks for a size in the old shoe, 
thereby depending solely on the 
ability of some other salesman, and 
what is perhaps worse, the sales- 
man who permits the customer’s 
foot to barely touch the size stick 
before he is on his way to the stock 
for a pair of shoes. These methods 
of foot analysis could well be omit- 
ted, for they make a farce of one 
of the most important skills of the 
shoe salesman. 

The first obligation of every shoe 
salesman is to provide his customer 
with well fitted shoes. In these days 
of shoe rationing, this obligation 
takes on even more importance, for 


42 


poorly fitted shoes may impair the 
efficiency of war workers and may 
represent a waste of scarce materi- 
als. Extreme care is necessary in 
the fitting of every pair of shoes in 
wartime America. There is always 
the occasional customer who may 
not permit the salesman to fit her 
correctly, but in these days of scar- 
city, especially the scarcity of 
sturdy work shoes, every shoe sales- 
man could perform a patriotic duty 
by refusing to sell shoes that do not 
fit correctly. 

How can a new shoe salesman go 
about this matter of foot analysis? 
It is true that many of the neces- 
sary observations will become part 
of the shoe man’s skill only after he 
has had the benefit of considerable 
experience and study. However, it 
is possible to set up a routine or 
framework on which to begin this 
job of foot analysis; the details can 
be filled in as the shoe salesman 
becomes more adept at his job. 
Successful foot analysis is com- 
posed of a series of steps which may 
be insignificant in themselves, but 
which, taken together, add up to the 
knowledge which enables the shoe 
salesman to suggest the correct 
style and size of shoe to his cus- 
tomer. 


1. The first essential of foot 
analysis is an attitude of interest in 
the job. The salesman must believe 
in his job and accept his responsi- 
bilities as an opportunity to serve 
his customer. 

2. The salesman should remove 
both of the customer’s shoes care. 
fully. Many salesmen fail to loosen 
laces, straps or other fitting adjust. 
ments with the result that the re- 
moval of the customer’s shoes be- 
comes a tug-of-war in which the 
customer’s foot is the chief sufferer. 
If the salesman will hold the shoe 
firmly to the fitting stool after he 
has loosened all the adjustments, 
the customer may easily withdraw 
her foot from the shoe. 

3. The 
should be placed to one side and 


customer’s worn shoes 
not tossed carelessly on the floor. 
Many shoe stores have a pair of 
shoe trees available to place in the 
worn shoes. The improved appear- 
ance of the shoes frequently acts as 
a silent salesman for a pair of shoe 
trees. i 
4. The toe of the stocking may 
be pulled gently to loosen the stock- 
ing from the foot should perspira- 
tion havé caused it to adhere. This 
will also serve to free the toes and 
give the salesman an opportunity to 
make more accurate measurements. 
Many successful shoe men have de- 
veloped a method of simple massage 
which also serves to relax the foot 
and makes tired feet easier to fit. 
5. Because measuring devices 
will vary from the simple size stick 
to more complicated devices in- 
cluding those devices which take 
an impression of the foot. it is 
[TURN TO PAGE 76, PLEASE] 
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REPORTS TO THE INDUSTRY 








 Wledbangte Hewereel 


It is apparent that there is a powerful group in Washington that is 
determined to force industry-wide use of 011 or hot wax treated shoe soles. 

In a hearing before Senator Kilgore's subcommittee on war mobilization held 
February 8 supporters of compulsory use were given full opportunity to air their 
views, while the Senator and his staff ended the remarks of those who did not 
favor the plan whenever they did not agree with their way of thinking. 

The Senator and his staff evidently entered the hearing room with 
ninds made up and countered the remarks of WPB representatives, based on 
industry studies, with their personal experiences in attempting to buy shoes. 

Less than a fortnight before the hearing the Interdepartmental Com- 
mittee on Leather decided not to bring up compulsory use at this time, yet at 
the hearing three OPA witnesses, two of whom serve on the Committee, went on 
record as favoring compulsion throughout the industry. 

None of the witnesses was against the treating of sole leather, since 
recent Bureau of Standards tests have proven that such treatment will increase 
wear and many manufacturers have been using this treatment in certain of their 
lines for some time. However, WPB witnesses did not favor making such soles 
compulsory, at least until more exhaustive studies have been made. It is their 
view that such an order would turn the shoe industry topsy—turvy at a time when 
operation is extremely difficult due to wartime conditions. 

Another fact brought out by WPB and not contested by other witnesses, 
was that time and dryness cut down the effectiveness of treated soles. However, 
Senator Kilgore did not seem interested in what was said against compulsion. 

It was evident from the few words which WPB representatives were 
allowed to say that industry-wide compulsory use would require careful super- 
vision of sole treatment and shoe production when manpower is critical. 

The Chairman of the Interdepartmental Committee, along with the WPB 























witnesses, while not favoring compulsory use on all types of shoes, at the 


present time) had no objectioit.to use by any shoe manufacturers who so desired. 
It was also brought out that one of the WPB witnesses treated 20 per cent of the 
soles used in his peacetime shoe business. WPB is not willing to decree compul- 
sion, since it has not been proven that the process is practicable for all types 
of shoe construction. The Bureau of Standards tests were made on 68 pairs of 
Shoes of the same type, all with Goodyear.welts. The effect of oil and wax on 
good leather is said to be negligible while it increases wearability as much as 
30 per cent on poorer quality leathers. 

The new WPB policy of not issuing any conservation or limitation 
orders, or amendments-to.existing orders, that will affect the rate of produc- 
tion of an industry without,,taking the problem up with the proper industry 
advisory groups, will" still«pive the shoe industry a chance to have a word if 
the issue is forced. 
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Recruits for Royal West 
African Engineers from 
mines and farms of 
Northern Nigeria try on 
Army boots for the first 
time at Engineers’ Train- 
ing Center, Bukuru, 
Northern Nigeria. It was 
a big moment for most 
of them, who had never 
before owned a_ pair. 


SHOE NEWS 
PICTORIAL 


News Pictures from Many 
Lands and Those from Our 
Own Tell an Interesting Story 
That May Well Become Part 
of Wartime Shoe History. 


Shoes for Spring. Pretty and practical are these 
new wooden clogs in gaily lacquered colors. 
What’s more, they’re also unrationed. Attractive 
wooden knob trim and a laced cord which ties 
around the ankle enhance the Spring-like look. 





Captain William F. Hickey, Jr., of United States 

Army Medical Corps, photographed in Italy, 

where he is engaged in surgical work with a 

front line hospital unit. Dr. Hickey specialized 

in surgery at Harvard Medical School, where 
he was an honor student. 
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Children’s clothing ex- 
changes all over Great 
Britain distribute  chil- 
dren’s garments and shoes 
in good condition. Photo 
shows some of the shoes 
in stock at the WVS ex- 
change at Swiss Coittaze. 


” 


Child’s shoe in the restored 

ins-Fergusin cabin at Lin- 
coln’s New Salem, Iil., was 
made by Alexander Ferguson 
sometime between 1832 and 
1839. It was made by hand 
from rough leather tanned in 

the local tanyard. 


M. J. Sheehy, president of the 
Manufacturers’ Associa- 

tion of Canada, and Mrs. 
Sheehy, photographed on the 
eccasion ‘of their twenty-fifth 
wedding anniversary, which was 
ed recently at the Chateau 

ac; Quebec. Mr. Sheehy 

is vice-president of John Ritchie 
» men’s shoe manufacturers. 


E. 1. Nelson, PhM 1/c, puts finishing touches to artificial 

feet at Mare Island, Calij., Naval Hospital. Feet are shaped 

of wood, with a toe section and rubber soles; then covered 
with pigskin and colored ‘to look like flesh. 
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ACTION not ALIBIS 


PURCHASING power is beginning to slacken. Jn some 
communities the drop in shoe sales is alarming. Re- 
member, our public is perhaps the most emotional in 
the world when it comes to expressing its feelings via 
the dollar route. The December and January decline in 
sales has been interpreted by keen observers of human 
behavior as a reflex action to the victory talk that the 
war would be over in "44. The public thereupon said to 
itself: “I'll wait for good goods because I can coast on 
what I have.” 

By rare good fortune and excellent OPA manage- 
ment, the holiday for shoes ($3.00 and below, un- 
rationed) was a touch of genius—perfectly timed. If 
we have a continuance of the same good and well-in- 
formed management in OPA, we will have a series of 
ration coupon holidays to aid the merchant and to 
profit the public by the movement of goods having very 
evident war economy characteristics. 

Say, for example, something new could happen to the 
sole situation and the composition soles that mark the 
floor sagged on the shelves—a ration coupon holiday 
would move them—and how! So there are not the fears 
of governmental freezes that there were previous to this 
new idea of national sales management through ration 
regulation. 


BY the way, it is going to be exceedingly important that 
we have a very thorough, well-informed brain in the 
position of shoe rationing executive of OPA because 


“the function of that brain is to keep retailing healthy 


and alive and the public encouraged to buy what is best 
for its free dollar. 

Now back to the subject of slackening purchasing 
power. It was first manifest in war production areas 
whefe cancellations of contracts and disorganization of 
manpower threw chills into the community that this 
was the beginning of the end of big wages, big money 
and big spending. The fact that these workers were in 
the position of being transferred to other areas where 
imperative war work needed that skill and active labor, 
was not appreciated by the merchant who had a store 
and a public that owned property in that community. 
The rise and fall of trade.in war community areas is 
something new this year, when flexibility of manpower 
means rapid and tremendous changes. 

*-So much for that! ‘Retailing is in the process of 
change “in all communities. One of the super-duper 
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stores on Fifth Avenue, that never did any business on 
Saturday, now does more business on Saturday than all 
the rest of the week combined. This means new ration 
coupon customers rather than multiple sales per cus- 
tomer. Believe it or not, a New York area—a section 
that was heretofore classified as low income district— 
was surveyed and found to purchase more shoes above 
$10.00 than the swank Park Avenue area. 

These changes have been slow and subtle and many 
merchants who have keyed their window advertising 
and promotion to the upper crust clientele have not yet 
wakened to the fact that over the fitting stool a tre. 
mendously significant change has come. These changes 
are manifest not only in great metropolitan areas but 
in small communities the country over. When a chain 
of stores that never had shoes above $3.95 wants to 
embark upon $8.95 shoes, it’s a sign of the times. 

But with all that, the first quarter of 1944 has every 
indication of being slow and labored in its pair sales 
totals, even if measured against normal years. So it is 
evident that a change of pace in the method of mer- 
chandising must be made if merchants are to operate 


in the black for this period. 


A GOOD dose of the vitamin of SALESMANSHIP 
would benefit most every store. The attitude of “take 
it or leave it,” “customer-be-damned” goes out the back 
door and the boss himself throws away his crying towel 
and puts on a smile of greeting to each and every cus- 
tomer entering the front door. Salesmanship has not 
been sterilized by rationing; for a good, healthy busi- 
ness always has something to offer to the public. Cer- 
tainly there is, in the field of play shoes and unrationed 
shoes, an opportunity for the extra pair sale. All of 
these things serve a purpose as foot coverings and 
should not be exempt with an attitude of “what in ‘ell 
can you expect?” It is so easy for the public to get that 
self-same feeling of the lack of appreciation of all shoes. 

We live to learn—and living businesses will work to 
live through this thing even if conditions get more bitter 
before they get better. It is exceedingly important that 
the approach to retailing be made in the spirit of public 
service—with a smile instead of an alibi. Sure, the 
men have gone to war; now the married men put away 
their fitting sticks and walk into the military ranks; but 


‘those’remaining in the store and those women who can 


be brought into the sales service in stores can be in- 
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and encouraged to do their best and give an 
uplift to the sale and service of shoes. > 

Remember, there is a Summer ahead and when the 
wn is bright there is a change in human desires for 
foot coverings. Home folks have a part to play in the 
norale of a nation fighting the most terrible war in all 
history. Shoes play an important part too. If you are 
; business man and interested in the life of your 
business, refresh and invigorate your store and its ser- 
vice—because this is the critical year in the nation, in 
the industry and in your store. 


* 7 * 


WALKING ON ALL FOURS 


WARF ARE is undergoing tremendous changes this 
year. This is the foot soldier’s year of decision. The 
battle is not of marching men but of the quick thrust 
of mechanized locomotion to a spot of attack and then 
acrawling on hands and knees in the terror of the night, 
Indian-fashion. 

We had occasion to see some of the pants worn by 
gldiers after combat—clothing in shreds after a night 
of this crawling, creeping, edging forward and it is 
becoming clearly evident that of all apparel, shoes 
sand up better. Clothing is most expendable. Foot- 
wear, on the contrary, has a longer use life than even 
some of the guns and equipment. 

Now, if we are coming into infantry warfare of this 
new order and someone should get the idea that leather 
pads on knees and elbows played a part in the efficiency 
of the crawling warrior—there wouldn’t be a piece of 
leather, anywhere, for civilian footwear... . “perish 
forbid.” 

So at this critical moment in the supply situation, 
keep your fingers crossed because the war demands for 
leather in all the areas of battle will be more and more. 
In fact, at this moment, we would say that leather is 
in shortest world supply than any other major critical 
material, 

That, then, in the aH-over economic picture, is prob- 
lem number one and it will even have its effect upon 
the timing of ration coupon periods. You hear no cry 
from the foxholes as to the composition rubber marking 
floors. In fact, these new allies to the field of soles 
play a tremendous war part because WEAR is also an 
enemy. 
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NEW SHOES vs. REPAIRED 


THE aims of the Office of Civilian Requirements have 
been to provide enough leather for shoe repair to make 
certain that we make the best possible use of shoes 
worthy of repair. At the same time OCR is keenly 
aware of the fact that if there is not sufficient produc- 
tion of new shoes, in the long run, the public will have 
nothing to repair. The repair trade has been very co- 
operative of late in taking an ever-increasing amount of 
rubber for repair. Make no mistake about it, the aver- 
age repair man can get very emotional over his Amer- 
icanism and when he is told not to put leather on rub- 
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HIT AND RUN CORNER 


To the Editor: 

“The basis of a merchant's success is purchasing 
power in the hands of the people. The basis of pur- 
chasing power in the hands of the people is the 
wages they earn. Obviously, then, the distribution 
of all goods will depend upon the ability of the 
masses of the people to buy goods. This ability to 
buy goods can be maintained only by reason of a 
policy of high wages for workers enjoying full time 
employment. 

“We cannot hope to have the tremendous produc- 
tion capacity of America’s incomparable industrial 
system function well unless it functions fully, for each 
contraction of the productive system brings about a 
shrinkage in the available purchasing power. 

“Therefore, it seems to me that the merchants of 
the United States have a common purpose with the 
men and women who work for wages and salaries—- 
to keep employment at a maximum and to keep that 
maximum high. 

“This has never been accomplished without the 
drive and spirit of organized labor. Organized labor 
has fought continuously to maintain and increase the 
standard of living. Merchants exist only as the 
standard of living increases. An attitude of antagon- 
ism toward organized labor, it.seems to me, is short- 
sighted to say the least. We could go farther to- 
gether if the merchants would welcome organized 
labor with open arms.” 


Mose Lessowirz, 

Mose Leibowitz, Inc., 

York, Pa. and president-elect 

of Middle Atlantic Retail Shoe Ass'n. 





ber, you can bet your bottom dollar that he is repairing 
rubber shoes with rubber and doing his bit to put rub- 
ber onto old shoes that formerly had leather. 

The balance between new shoes and repair is the bone 
of contention and as the matter now stands, there has 
been a slight decrease in leather for repair and an in- 
crease in leather for new shoes during the past few 
months. So many repair men are of foreign birth that 
it does seem a pity that they are bluffed bamboozled and 
exploited by black market operators. It’s the wagon 
boys who come around and tell them the sad, sad story 
that sole leather is $2.00 a pound and “mighty lucky to 
get it.” It’s bootlegging to souls who don’t know their 
soles. So if the repair man turns to rubber, reclaimed 
and what have you, it is in part due to the economic 
beating he has taken from multiple sources of supply 
that black market from the honest first holder (who is 
still operating at ceiling prices) right down the line to 
the pushcart vender. 

The repair of shoes is as necessitous a wartime oper- 
ation as any other branch of the trade. The strength 
of its association has been in complete and integrated 
statistical facts and figures as to the volume and con- 
tent of shoes at the point of the cobblers’ bench. Their 
presentation of the repair man’s case gave them a 

[TURN TO PAGE 80, PLEASE] 
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Shoe Men See Sales Reduction 
Rationing Result 


Impossible to Maintain 3.46 Per Capita 


BOOT AND SHOE RECORDER 
EDITORIAL SURVEY 


1944 


In your opinion, “ill the volume of sales of the average shee store in 1944 
adversely affected by difficulty of obtaining shoes from manufecturers? 


If your anewer is "Yes" what percentage of decline in the average volume of shoe 
sales Go you gnticipate in your 1 ity from this cause? Men's Rien 
Komen's Children’s 34 ? 


are you giving thought te possible ways and means of increasing the total volume 
of sales in your store,in 1944 te offset possible decline due te merchandise 
shortages? @d . 


If 0, whet means of increasing business in shoe stores appesl to you as most 
prectioal and feasible? y” - © . rs Daan 


Mave you considered adding other merchandise lines to your present stocks in the 
hope of increasing or maintaining your total volune? y,F) 


Please check any of the following lines which you may have considered or which you 
think shoe stores could sell te advantage. 


Hosiery anddage”™” Lugenge Small Leather Goods 


Men's shirts Meokties Leather or synthetic belts 

Poot Appliances and Foot Remedies 
Sweaters (men's) Sport jackets (men's) Slacks (hen's) 
Sweaters (women's) Sport jackets (women's) Slacks (women's) 
Underwear (men's) Undergarments (women's) Clothing (men's) 

Outer epparel (women's) Gift merchandise (civilian) Gift merchandise (militery) 
Hate (men's) Bate (women's) 


Costume Jewelry 


Are you having difficulty in obtaining sales help? | a 

Te thie difficulty likely to become ACUTE IN 1944 or can you GT BY FAIRLY WELL 
Have you employed women e@ shoe fitters? 
De they qualify? = Will they remain permoentist Lok ade 


Have you « place for « discharged soldier? 
Now Post Wer a If lightly phystoelly handicapped 


In view of the help situation are you especially interested in articles od 


| _ SALES TRAINING 


What other means of educating new sales help have you found useful? 


Please mention any other lines you may have considered 


SELLING SHOES FITTING SHOES 


MOUNTING victories for Allied arms and growing 
belief that the world-wide conflict is at least approaching 
its final stage have caused retail shoe merchants all over 
America to think more seriously of the future. They 
are beginning to make definite plans to adjust their 
businesses to probable developments of the immediate 
future and they are likewise looking ahead to the prob- 
lems of the post-war period. 

Last Summer Boot anp SHOE RECORDER conducted 
a survey in which several thousand shoe retailers, in- 
cluding proprietors of specialty shoe stores and shoe 
department managers, were questioned as to their opin- 
ions on various matters of trade interest. One section 
of the questionnaire, which was sent out at that time, 
had as its purpose the gathering of a cross section of 
shoe trade opinion on probable post-war developments 
and the position of the retail shoe business in the post- 
war world. RecorpeR found that relatively few shoe 
retailers were giving serious thought to post-war condi- 
tions at that time. 


Consumption If Ration Periods Are Fixed 
to Allow Two Pairs Per Year—Recorder 
Surveys Merchant Opinion on Immediate 


Future and Postwar Outlook. 


In the current survey, on which reports are still being 
received, about half of the questions relate to post-war 
probabilities as seen by the shoe merchants. Replies 
indicate that much more thought and consideration is 
being given to the future of the retail shoe business now, 
than was being devoted to these matters early last Sum- 
mer. Naturally the retailers are likewise keenly. inter- 
ested in how their business is being affected by changes 
now taking place and in the outlook for the balance of 
the year 1944. 

One of the questions the RecorDER is asking in the 
present survey is whether, in the merchant’s opinion, the 
volume of sales of the average shoe store will be ad- 
versely affected this year by difficulty of obtaining shoes 
from manufacturers. The great majority of replies to 
this question were in the affirmative. The next question, 
which asked for the probable percentage of decline in 
volume, in men’s, women’s and children’s shoes, revealed 
a wide variation of opinion ranging from no decline at 
all in each class up to as high as 30% in women’s, 40% 
in men’s, and 50% in children’s. There appeared to 
be a rather widespread pessimism with regard to the 
sales outlook in the children’s branch of the business, 


‘reflecting, of course, the difficult supply situation on 


children’s shoes. Recent action in Washington, aimed to 
relieve this situation by channeling more leather into 
children’s shoe factories, may allay some of this 
apprehension. 

Boot AND SHOE Recorper has had an opportunity 
to test merchant opinion on the question of the retail 
sales outlook for the coming year, through the contact 
our editorial representatives have with retailers in their 
own stores and at trade meetings and conventions, like 
the recent convention of the Middle Atlantic Shoe Re- 
tailers’ Association in Philadelphia. Generally speak- 

[TURN TO PAGE 50, PLEASE] 
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it is the constant aim of Cantusver to develop The Palermo, a typical CANTILEVER, combines 
smartness in low heeled comfortable shoes simplicity with fashion, thus appealing to women 
~—an achievement in craftsmanship that requires in active pursuits ... women who know the 
all of the designer’s skill and ingenuity. The advantage of foot health, and the comfort in 
ample dimensions of the last measurements, their lower heels. This is but one of many patterns 
proportions and lower heels present an entirely where style has been injected into shoes built 


different problem than models with higher heels. over the famous CANTILEVER feature lasts. 


* 


Selby Shoe Company, Portsmouth, Ohio 


New York Office: 3120 Empire State Building * New York Retail Store: Fifth Avenue at 38th Street 


ARCH PRESERVER + ACTIVE MODERNS + TRU-POISE + STYL-EEZ © EASY GOERS 
PHYSICAL CULTURE © GROUND GRIPPER © CANTILEVER 
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ing, the merchants entertain a reasonably optimistic 
view of this year’s business outlook, based on the general 
prosperity of the country. Nevertheless, there have been 
rather sharp declines in retail shoe sales in recent weeks 
which are attributed to a variety of causes. Many con- 
sumers have undoubtedly anticipated future require- 
ments. Retail shoe business is beginning to reflect the 
lack of sales stimulus which would normally be supplied 
by the constant development of new styles, and the pro- 
motion of a wider variety of colors, patterns and 
designs. A more definite influence which is causing 
considerable concern to many of the more thoughtful 


and analytical merchants is the effect of shoe rationing? 


IF the rationing period is to be maintained from now 
on at six months, allowing two pairs per year, it is 
obvious that it will be impossible to maintain the 3.46 
per capita over-all consumption of shoes estimated for 
1943, including all kinds of shoes used by the civilian 
population. Due allowance must be made, of course, 
for non-rationed footwear and for the release of certain 
shoes from rationing in sales periods, also for the 
issuing of special ration stamps for occupational foot- 
wear and to satisfy special needs. But allowing for 
these additions, it is clear that rationing on a basis of 
two pairs per year will still act as a brake on retail 
sales as long as it is continued, and that, of course, is 
the main purpose of rationing. 

Middle Atlantic shoe retailers were so concerned with 
the possibility of diminishing retail sales due to ration- 
ing that their directors adopted a resolution asking the 
Office of Price Administration to announce an early end 
to the validity of Ration Stamp No. 18. They felt such 
an announcement would tend to stimulate sales through 
the month of March, assuming that the validity of this 
stamp might end March Ist or 2nd, which would be 
about the earliest possible date if the 30-day advance 
notice promised by OPA is given. That was nearly a 
month ago and it now appears unlikely that such action 
will be taken, at least until after Easter. In the same 
resolution, the Middle Atlantic directors asked OPA to 
endeavor to avoid having the validity of Stamp 18 end 
in a busy season, like the period just preceding Easter, 
which falls this year on April 9th. 


THE tight materials and merchandise situation in the 
shoe industry, is, of course, a prime factor causing 
many merchants to believe sales volume may continue 
to be adversely affected in 1944. Government figures 
have, in fact, shown a decline in retail sales in many 
areas since November Ist. 

When asked what possible ways and means of stimu- 
lating sales were being considered, to offset the above 


tendency, some retailers suggested more advertising and 
promotion, including the promotion of other profitable 
shoe store items such as hosiery, handbags, findings, 
purses, anklets and non-rationed shoes. 

Generally speaking, however, the shoe retailers inter- 
viewed in this survey took a rather conservative view of 
the possibility of increasing their business by adding 
new items. Few of them indicated any intention of 
going beyond the accessories which have been quite 
generally sold in shoe stores. Some expressed the view 
that the problems to be faced in attempting to sell other 
apparel and accessories would be just about as difficult 
as those already encountered in the shoe business. They 
indicated that it would be difficult to find sources for 
new lines of merchandise at this time, and some felt it 
would merely add to the general confusion of retail 
business by introducing new competition. Soon after 
the beginning of the war, some shoe stores, particu- 
larly chain stores, did take on new lines of apparel, 
such as men’s shirts and neckties and other lines of 
furnishings and accessories. Judging from the REcoRDER 
survey, however, this idea is not generally favored 
among the rank and file of specialty shoe stores, and 
naturally it is strongly opposed by department and 
men’s and women’s apparel stores already selling these 
items. 


SOME shoe stores are having difficulty in obtaining 
sales help, but many reported they had experienced little 
or no difficulty on this score. Most stores appeared to 
be interested in better training and fitting methods for 
sales people, and believed this could be accomplished 
both by study and sales training courses, and especially 
by practical sales training and supervision at the fitting 
stool. Most of the stores that experienced difficulty in 
obtaining help have added women salespeople to their 
selling staffs. Most of them reported that women had 
proved satisfactory as salespeople. Some took the op- 
posite view and reported them unsatisfactory in their 
particular stores; others felt that the women they have 
employed were filling their jobs fairly well. A number 
of stores are holding training schools in their own estab- 
lishments after store hours or in periods when business 
is quiet. One merchant reported: “We have found 
nothing yet to replace experience and the application of 
real ability to the work of selling shoes.” In general. 
however, the Recorper’s latest survey reflects the 
opinion that merchandise is much more of a problem to 
shoe retailers than manpower up to this point, and that 
it is likely to cause them more concern during the 
greater part of 1944. 

Results of the Recorver’s survey on post-war posst- 
bilities will be summarized in an early article. 
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estab: TO SHOEMAKERS : 


usiness DEWEY AND ALMY CHEMICAL 
COMPANY Any of these authorized counter manufacturers will supply 


found 

tion of CAMBRIDGE * CHICAGO * MONTREAL you with Darex Counters.* 

— VAN HORNE KAESTNER LEATHER CO. Wisconsin 
7 CENTRAL COUNTER COMPANY SisSOURT 


lem to 
nd that ENGEL-LEWIS COUNTER COMPANY _ wassatssns 


ng the ROCHESTER HEEL COMPANY New YORK 


: *Reg. U. S. Pat. Off., Darex Counter Materia! is 
posst- especially desi mike: for making counters under 
U.S. Patent 2,111,205 and Canadian Patent 381,303 
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PATENTS AND SUEDE LEAD 
IN CHICAGO 


ALTHOUGH in Chicago there was 
practically no advertising of the un- 
rationed sale of reduced footwear, the 
public was well aware of the fact 
that bargains were to be had, and all 
stores were extremely busy during 
the first days of that period. Some 
stores used this opportunity to clear 
out the 15 per cent allowable, while 
others placed on sale as little as 2 
per cent of the stock which could be 
thus promoted. All merchants were 
agreed that they were able to close 
out much of their broken lines, to 
“clean” their shelves and make room 
for newer stock. Some of the stores 
on State Street “lumped” these re- 
ductions in their basement sections; 
others featured them in their lower- 
priced departments. But no matter 
where placed, customers found them 
and bought them without benefit of 
advertising. 

Business in general has been highly 
satisfactory in the footwear depart- 
ments. The big demand is for patent 
and for suede. Both low and high 
heels are selling. Where one store 
reports lower heels far outselling 
high, its competitor a short distance 
away reports just the reverse. The 
Baby Doll type is still very much in 
favor—with sling-back, with anklet 
strap, even in pump style—all with 
the low heel. The D’Orsay pump in 
suede with spike heel is runner-up in 
favor. 

Colored reptiles are beginning to 
catch on. Snakeskin in natural, grey. 
lizard, plain or patchwork in navy, 
red, or green are shown by a number 
of specialty houses. These are prin- 
cipally featured in novelty oxfords 
with medium heels, open toes and 
either closed or sling-backs, and 
priced from $10.95 up. Every buyer 
reports that he could sell a lot more 
patents if they were available in the 
market. 

Although Summer is still some 
months away, buyers are confident 
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that white shoes will be very much in 
demand, and all remark that this 
year they expect to “cover” the de- 
mand instead of being caught short. 

Up to now the weather man has 
played into the hands of the shoe 
man, for the Winter thus far in Chi- 
cago has been extremely mild. In 
fact, there have been several weeks 
of Spring temperatures up to 62 de- 
grees and a very long drought. Re- 
cently, however, there has been some 
rain which has been the first test of 
what the new shoes will do on wet 
pavements. The result has been a 
number of complaints from custom- 
ers about the sturdiness of their soles. 
If this proves to be a general condi- 
tion, the makers of synthetic soles 
may be able to overcome what sales 
resistance they have found up to the 
present. 
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announced 


“Play shoes go sturdy,” 

Marshall Field & Company, Chicago, 

and proceeded to suggest weil-made 

play and leisure types for outdoor as 
well as indoor wear. 


——$____ 


OPA CLEARANCE HEAD. 
LINED IN BALTIMORE 


THE big story in Baltimore retail 
shoe circles this past month was the 
OPA release on low-priced rationed 
shoes. And what a mad scramble 
there was among the female consum- 
ers to purchase non-rationed novelty 
and marked-down footwear in the 
lower price brackets! Many of the 
larger retail stores had special adver- 
tisements announcing the sale of non- 
rationed items. The Hub featured 
800 pairs of women’s pumps and 
sandals with leather soles in patent. 
kid, suede or gabardine in black, 
brown, blue, red, green, wine or tan. 

Wyman’s featured 1800 pairs, in 
cluding low heel walking styles for 
girls and women as well as broken 
lots of high style items in beige, 
green, red, wine, white, black and 
brown. 

Hess was one of the few stores to 
promote white. Contrary to the Win- 
ter vacation idea, the advertisement 
emphasized these shoes as items to be 
worn in that “Reunion Down South.” 
The practical angle was their wear- 
ability for both warm climates as 
well as use for the Summer up North. 
Soft white doeskin sandals with very 
high heels and ankle straps appeared 
in two separate advertisements as 
leads for warm weather purchasing. 

Other shoes shown were a spectator 
sports pump with perforated detail- 
ing over the toes and back, a lower 
heeled pump with open toe and per- 
forated front and a pompom over the 
instep, a trimming touch very pop- 
ular this past Winter. 

“Rugged Reptiles” was the lead on 
the three types of oxfords in genuine 
reptile at Stewart & Co. There were 
two walking oxfords with tie fronts, 
one with open toe and a third with 
low heel, open toe and back. “Prac- 
tical pedestrians pound the pavements 
in style and comfort,” was the allitera- 
tive comment in the ad. 

Hahn featured two classic pumps for 
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RECORDER REPORTS TO THE INDUSTRY 
The first attraction of the month, 


hard wear in bad weather. The pro- 
motion emphasized serviceability as 
well as smartness. And the shoes 
were functional with their closed toes, 
high cut lines and smart higher than 
average walking heels. 

Two other pumps were low heeled 
walking types with flat bows over the 
instep. “Pert and Purposeful,” was 
their introduction to Baltimore shop- 
pers. The leather was smooth calf 
in tan or black or black crushed kid, 
the shoes had bump toes and wall 
toes. 

Taking their cue from the planets, 
I. Miller featured two young shoes 
with separated, individual names of 
“Lucky Star” in black or brown 
suede and russet brown calf at $8.95 
and “Rising Star,” in black suede and 
russet brown calf at $9.95. Another 
featured item at this shop was an in- 
teresting unrationed play shoe with 
the sophisticated anklet strap, re- 
inforced rope sole and open toe in 
red, black or brown. 

Non-rationed wedgie play shoes of 
gabardine, ‘independent of the OPA, 
were reduced from $5.95 to $3.95 at 
Schleisner & Co. The colors were 
black and brown. One had open toe 





with open back and a flat bow over 
the instep for trimming, the other 
was a low pump with open toe and 


pompom ever the instep. 
* & 


NEW YORK BUSINESS SLOW 


Nosopy is bragging very much 
about the business in this area in the 
last few weeks. Poor business is ac- 
counted for in several different ways. 
The fact that two coupons are still 
good for an undesignated length of 
time is one explanation. The absence 
of the usual January clearance sales 
is another reason. The fact that 
women are waiting to buy from 
Spring stocks is another factor, ac- 
cording to the managers of women’s 
shoe departments. In the men’s stores 
and departments the lag in business 
is nothing new. 

Some exceptions to the general 
trend are found in some of the de- 
partments selling women’s style shoes 
in the middle price brackets, which 
are reporting that they have met last 
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I. Miller, New York, presented “Dou- 

ble Talk" in perforated black suede 

as a pick-up to Winter costumes and 
for early Spring wear. 





year’s figures. The OPA clearance of 
the past few weeks has given stores 
participating in it a rush of business 
in shoes marked down to $3 or under, 
but, since this clearance could include 
no more than 15 per cent of the stock 
of novelty shoes this has not increased 
thé final volume to any great extent, 
although it has helped to clear out 
odds and ends before inventory tak- 
ing. Suedes are reported to be selling 
well in women’s departments with 
opened-up patterns the favorites. 
Whites have been selling in - some 
stores for resort wear. There is some 
call for patent leather, but retailers 
are inclined to soft pedal patent 
leather m order to conserve their sup- 


ply for later selling. 
* * * 


NEW ORLEANS STORES 
ADVERTISE HEAVILY 


From the total amount of newspaper 
linage devoted to shoe advertising 
for the month of January by every 
store in New Orleans, a casual ob- 
server might assume that no such 
thing as shoe rationing existed. As of 
one accord the stores opened the 
month with voluminous advertising, 
both qualitatively and quantitatively. 
And, aside from a few side-show at- 
tractions in the way of unrationed 
play shoes and the OPA release of 
novelty shoes, the main attraction all 
the way through was patent leather. 
It was a patent leather month. 
Maison Blanche devoted a substan- 
tial amount of promotion to play 
shoes, both rationed and unrationed. 


however, was a patent pump with per- 
forated vamp and smart tailored bow. 
A sizeable business was done in patent 
leather dress pumps and sandals for 
growing girls. Toward the latter part 
of the month oxfords came into promi- 
nence with a five-eyelet, open toe, 
perforated patent tie taking the spot- 
light. 

Godchaux’s first feature of the 
month was, like Maison Blanche, a 
perforated patent leather bow pump. 
And while patent leather accounted 
for a whopping volume at this store, 


6 2 





> FA AN 





7 
2 





3 





big business was also done on a group 
of calf oxfords. Outstanding among 
these was a polished calf styled like a 
man’s military boot. Throughout the 
month Godchaux promoted heavily 
their large stock of rope soled and 
wooden soled play shoes, not forget- 
ting to plug a nice selection of scuff 
and house slippers. Rubber soled 
moccasin oxfords, calf saddle oxfords 
and calf trimmed suede spectator 
pumps were three numbers that had 
the younger generation flocking into 
the store. 

Most merchandising effort at Gus 
Mayer’s was expended on patent 
leather featuring open toed sling 
backs and an ankle strap with open 
heel and criss-cross toe. Later 4 
D’Orsay pump with grosgrain pom- 
pom ran neck and neck with the popu- 
lar ankle strap sandal. Around the 
middle of January, after a fine fan- 
fare on patent pumps, sandals and 
oxfords, they swung into gabardine 
and calf, finishing up the month with 
a tailored walking pump of glove fit- 
ting calf with an interesting rolled 
grosgrain bow treatment. 

After a small splurge on shoes for 
children and rope soled casuals for 
grown-ups, Holmes sprang a paean to 
Spring with alligator lizard and then 
settled down to patent leather, in ox- 
fords and dress pumps. The big 
news here was a jet black mesh san- 
dal with open heel and open toe, the 
mesh held together with doeskin, 4 
light and airy shoe. Following big 
doings in ration-free black gabardine 
pumps and a mild flurry over rationed 
leather play shoes, Holmes went back 
to patent leather with three leaders— 
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a sling pump with dressmaker bow, a 
D’Orsay pump with frou-frou rosette 
and an openwork, three-eyelet tie. 
Despite all the storm over patent 
leather which Kreegers had in abun- 
dance, they did not by any means 
neglect the reptiles of which their cus- 
tomers are so fond. A _ beautifully 
simple and unadorned alligator pump 
was the outstanding number with a 
sling back oxford runner-up. Of all 
the patents featured by Kreegers, un- 
doubtedly the anklet sandal was the 
biggest attraction of the month, fol- 
lowed closely by a baby doll patent 
pump. Getting into the Spring swing 
as the month closed, Kreegers came 
forth with a walking tie in soft calf 
with decorative perforations. 
Imperial Shoe Store had many irons 
in the fire during the month and didn’t 
go all out for patent until they “shot 
the works” on a full page ad on the 
30th! In fact, Imperial opened Janu- 
ary with suede anklets and gay em- 
broidered gabardines, they then 
turned their attention to alligator liz- 
ard, featuring a matching bag and 
peaked front pump, and followed this 
with an interest in elk moccasins, calf 
casuals, sturdy classic walking shoes 
and a rubber soled saddle oxford. 


Gabardine combined with patent in 
pumps proved to be a welcome diver- 
sion and a big selling number. On 
the 30th, Imperial not only went all- 
out on patent, but they splashed their 
budget shop numbers in a big way— 
notably bearing down in sling back 
pumps with tailored bows and plain 
pumps with frilly or fluted grosgrain 
bows. 

The first few days of the OPA re- 


lease of novelty shoes, excitement and * 


confusion ran pretty high in this ex- 
citable city. Braving the first day 
mob to see what was happening, we 
found long lines of harried and wor- 
ried women standing outside the doors 
of shoe stores, the exceptionally wide 
sidewalks of New Orleans jammed 
from curb to store windows with a 
seething sea of humanity. Women 
were buying four and five pairs of 
shoes at a time, not even bothering to 
try them on for size. 
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EARLY SPRING SHOES 
SHOWN IN HOUSTON 


“Ho-HUM, it’s Spring again,” a 
placard in the window of Paul’s Shoe 
Store reminded shoe shoppers in 
Houston. Spring styles and colors, 
with accent on the last word, are 
arriving daily with special displays 
and promotions planned for the latter 
part of February. Just as the dark 
shades of Autumn leaves for window 
trimming have yielded to pink and 
white dogwood and palm leaves, so 
have the darker shades of Winter 
made room for green and fuchsia, 
red, blue and yellow shoes. In one 
case, Allen’s Shoe Store, to be spe- 
cific, brown-and-white combinations 
were noted on display the last of Jan- 
uary; beige-and-brown casuals were 
offered by Baker’s at the same time. 
There was an enthusiastic response 
to the three-week OPA low-price un- 
rationed sale. Thousands of women 
crowded the shopping district on the 
opening day. Most of the downtown 
stores were so jammed, with large 
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Like the opening notes of o 
Symphony, ree!ly beautiful shoes 
con set the mood for your entire 

costume. Four new Laird, Schober 
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MATCHING BAGS SOLD ONLY WITH SHOES 








Vogue, Houston, “Sets the theme for 
Spring" with a collection of patent 
shoes lined in red. The store features 
matching bags, to be.sold only with 
these patent leather shoes. 


numbers standing in line before the 
opening hour, that ropes were used to 
hold the crowds while lines formed 
half a block long in front of others. 
Burt’s shoes were gone by Saturday; 
Baker’s in two days; and Paul’s jp 
the first five and one-half hours, 

“Rationing takes a holiday,” the 
Lady Douglas Store captioned an ad 
in announcing this sale. For the most 
part, however, advertising during that 
period was confined to the sale, al- 
though the specialty stores and those 
handling more expensive shoes pro- 
moted classic stocks. 

What do merchants anticipate as 
leaders for Spring? Patents and 
more patents, or, as a poster in one 
shoe store declares, “Patents to wear 
now—and on—and on.” These are 
standard Spring shoes in every store. 
Reptiles are a close second. 

Krupp & Tuffly has advertised a 
black Calcutta lizard pump with Con- 
tinental heel, at $14.95, matching bag 
at $16.95. Reptile prints. at $6.95, 
are being featured by Levy Bros., in 
black and golden brown alligator calf, 
and in black lizard calf and golden 
brown alligator calf. This store also 
features a sandal and a sling pump 
in alligator at $15.95, a casual tie at 
$11.95. “Four-season smartness” is 
the selling phrase used for this type 
of shoe. 

Spring gabardine in brown com- 
bined with vamp and heels of brown 
alligator lizard, Cuban heel, priced at 





$14.95 with alligator bag at $25.00 
is a recent Krupp & Tuffly offering. 
Town Brown kid from $7.95 to $9.95 
are good at Paul’s, as are the peren- 
nial patents. 

The Vogue Shoe Store is showing 
colored suedes, particularly in emer 
ald and fuchsia, $6.95 to $8.95, match- 
ing suede bags at $10.95. Red and 
blue suede “anklets” were noted here, 
also. 

At Sakowitz, shoes featured have 
been mainly in black and brown calf 
and black patent leather and Calcutta 
lizard; styles include a scroll-roll bow 
pump, a bow sandal, anklet, classic 

[TURN TO PAGE 77, PLEASE] 
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onesty 1s more than good morals... 


IT’S GOOD BUSINESS 


“Honesty” is not just a merchandising word at Roberts, Johnson & Rand! 
It’s the very mainstay in the manufacture and sale of our shoes. When 
they leave our factories we honestly helieve Roberts, Johnson & Rand shoes 
the best that can be made within the confines of price, existing available 
materials and present day restrictions. We know them to be honest shoes, 
honestly made. We know they provide honest value in heaping measure. 


We know that in every way, they surpass the claims made for them. 


You'll agree, then, consistent national advertising and honest value 
make Roberts, Johnson & Rand brands good ones for you to he iden- 
tified with—easy, profitable, business-building shoes to sell. 


ROBERTSs. 
JOHNSON 
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Eisenhower Endorses Combat Boot 


| MPROVEMENT in design and manufacturing methods for 
Army footwear is credited with a notable decrease in the 
number of pairs of shoes issued annually to soldiers, both 
in continental United States and in overseas theatres of 
operations, the War Department stated today. 

A survey of Army shoe issues, conducted by the Quarter- 
master Corps, shows that the average number of pairs of 
shoes issued to a soldier in the United States is now 
slightly less than two pairs a year, as compared with a 
little more than that formerly. In combat areas, overseas, 
the average issue per fighting man is about three and one- 
half pairs a year as compared with a previous issue of 
about five pairs a year. 


Observers Check Wearing Qualities 


Quartermaster Corps officers attribute this reduction in 
the number of pairs required to keep a man well-shod to 
further improvement in the design and manufacturing 
methods for Army footwear, to improved methods of tan- 
ning the upper leather from which they are made, and to 
the longer life of the synthetic rubber sole and heel. Tests 
on the synthetic soles and heels now used on Combat Boots 
and service shoes show approximately three times the wear 
of reclaimed rubber. 

The Quartermaster Corps maintains officer-observers in 
every theater of operations to check the efficiency and 
wearing quality of all Quartermaster Corps supplies, par- 
ticularly clothing and footwear. Their observations are 
forwarded to Washington at periodic intervals and form 
the basis for initiating improvement or changes in equip- 
ment, as well as for estimating future needs. In this way, 
the Quartermaster Corps is able to estimate accurately the 
changes in maintenance factors for Army shoes. 


Contribute to Soldiers’ Foot Health 


Reports of these observers led to the design and develop- 
ment of the new Combat Boot, which is intended to replace 
the shoe-and-legging combination in fighting areas. The 
reports brought out the fact that the legging is difficult to 
put on and remove, particularly under blacked-out condi- 
tions, and that as a result, soldiers occasionally went for 
long periods without removing their shoes, not infrequently 
opening the way to foot ailments. The strap on the bottom 
of the legging which goes under the arch was found to wear 
out quickly on rocky terrain, laces failed at critical times, 
and finally the leggings proved difficult to clean and slow 
to dry out after washing. 

One report from the South Pacific said this new shoe 
eliminates the wearing of G. I. leggings and along with 


J. EDSON ANDREWS 


Mr. Andrews, who is vice-president and treasurer of the 
Gale Shoe Mfg. Co., North Adams, Mass., now holds the 
office of consultant to the Leather and Shoe Branch of the 
War Production Board, in Washington. A Princeton grade- 
ate, he has been associated during most of his business 
career with the manufacture of women's and girls’ fine 
footwear. Before assuming active duties with War Pre- 
duction Board, he served as chairman of the Shoe Indus- 
try Task Force Committee, which co-operated with the 
Shoe and Leather Branch in an advisory capacity. He wes 
president of the Princeton Alumni Association of New 
England from 1932 to 1936 and has been a member of the 
graduate council of Princeton for the past 15 years. He 
is also a director of New England Shoe and Leather 
Association and a former director of National Boot ond 
Shoe Manufacturers Association. Mr. Andrews is married, 
has two children, including a son 18 years old, now serving 
in the Navy. His home is at Andover, Mass. 
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Retailers May Win Award Banner 
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Retail stores reaching sales quota average of $200 in “E" 
bonds per employee during campaign will be awarded 
permission to display this special 4th War Loan Banner. 


its close fitting top, will contribute greatly to the preven- 
tion of the growth of jungle sores. Often mud and sand 
work into the skin of the leg, causing these sores. With 
leggings, troops often pull the trouser legs out of the leg- 
gings, permitting mud, sand, etc., to get in. With the 
elimination of the legging entirely, this will be prevented. 
Another report from Italy mentions that some soldiers not 
equipped with Combat Boots have had local cobblers attach 
cuffs to eliminate leggings. 


General Eisenhower Urges Adoption 


Particularly of interest at the present has been the 
thoreugh testing of Combat Boots in the European theater. 
A telegram from General Eisenhower states: 

“Test extended over a period of 60 to 90 days and 
included infantry regiment, field artillery battalion, quar- 
termaster company, reconnaisance troop, armored regiment, 
engineer battalion and medical battalion. Detailed reports 
show all units find boots are greatly superior to leggings 
and service shoes. It is urgently requested that Combat 
Boot in present form be adopted immediately.” 

The new Combat Boot (see illustration on page 48), 
which in effect is a Type III service shoe with a five-inch 
leather cuff at the top, was designed expressly to eliminate 
leggings. It has a full synthetic rubber sole and heel and 
laces up to the ankle. The cuff is fastened with two buckles 
so that it can be worn loosely around the lower part of 
the leg to provide increased air circulation and greater 
comfort. The cuff is lined with canvas with the double 
purpose of conserving leather and affording a good holding 
surface for trousers when they are tucked in the top of the 
boot. The conservation of leather by lining the cuff of the 
Combat Boot with canvas rather than leather is only one 
of an interesting series of conservation measures. Observa- 
fon of shoes of enemy countries made of leather and can- 
vas has shown that canvas is much less snag proof and 
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tear proof than leather and that canvas and leather make 
a poor joint, lacking the strength of leather to leather. Also 
interesting are tests conducted by the Army which have 
shown that a canvas cuff is hotter than a leather cuff on 
the Combat Boot. 

The shoe rebuilding program of the Army now saves 
from 15 to 18 million feet of upper leather annually. Re- 
moval of the tip from service shoes is saving approximately 
six million feet of upper leather per year. Substitution of 
goat skin and seal skin for WAC and nurses’ handbags has 
saved about three million feet of calfskin during the last 
year. Machete sheaths have been changed from leather to 
canvas, resulting in a saving of approximately one million 
pounds of strap leather annually. The use of leather in 
other items has been reduced to a minimum, resulting in 
substantial savings. 

The Type III service shoe and the new Combat Boot 
are made with the flesh side of the leather toward the out- 
side, germitting the grain or smooth side of the leather 
to be worn against the soldier’s foot for greater comfort. 
This method of construction also permits the leather to 
absorb more “dubbing,” or waterproofing leather dressing, 
as well as to resist scuffing and abrasions. The new Com- 
bat Boot will be issued only to ground troops overseas. 
Eventually it is expected to replace the paratrooper’s boot 


in all areas. 
* * * 


More Leather for Children's Shoes 


WAR PRODUCTION BOARD took further steps recently 
to make available upper leather needed in the manufacture 
of infants’, children’s and misses’ shoes. 

To meet leather requirements of shoe manufacturers 
producing these items, the Leather Branch of the WPB 
has issued directives to all tanners of upper shoe leather. 
The directives were issued under the terms of General 
Conservation Order M-310, and become effective Febru- 
ary 1, 1944, 

The Directive provides that in addition to their regular 
military orders, a stated amount or a given percentage of 
their monthly civilian production must be set aside and 
sold only to fill the requirements of this program. 

It is anticipated that this program will make available 
approximately 20 per cent more leather of this type than 
was consumed during 1943 in the manufacture of infants’, 
children’s and misses’ footwear. Production of upper shoe 
leather for these items during 1943 totaled approximately 
38,000,000 square feet. 

The directives further stipulate that the leather is to be 
sold and delivered only to manufacturers who certify that 
it will be incorporated into uppers for infants’, children’s 
and misses’ shoes, and that delivery of the leather will not 
increase the purchaser’s inventory of leather available for 
making these types of footwear beyond a 30 days’ inven- 
tory based on the previous month’s production. 


* + 


Relief Shoe Program Moving Slowly 


SHOE retailers are probably wondering what effect relief 
operations in shoes will have on their present and post-war 
trade. The relief shoe program is just beginning to gain 
momentum and the number of shoes being made or already 
bought is small, in comparison to the several hundred 
million pair relief officials have estimated will be necessary. 

Thus far a little more than 14,000,000 pairs have been 
lought, contracted for, or are in the process of being con- 
tracted for. The Treasury Procurement Division has placed 


§? 








contracts for the manufacture of 2,000,000 pairs of shoes 
of the type described in an earlier issue of Boot anp SHOE 
Recorver. The Division sent out invitations to bid n 
these shoes to more than 400 firms. Bids were received 
from 27 who were qualified to participate. Contracts were 
placed with 24 firms, while the others were ineligible be- 
cause of specifications or price. The Division also bought 
up more than 4,000,000 pairs of distressed stocks in the 
hands of manufacturers, jobbers and retailers. In addition, 
176,000 pairs have been obtained for distribution in French 
North Africa. 

The latest entry into this picture is Maury Maverick’s 
Smaller War Plants Corp., which has come up with a 
prime contract for 6,492,000 pairs of relief shoes. After 
a lot of futile foundering in an attempt to place this con- 
tract with small firms, SWPC will probably have to turn 
the contract over to Treasury Procurement for final place- 
ment. 


As bloated as this supply problem may become econo- 
mists here do not believe that it will either aid or hamper 
our post-war export trade. Their conclusions are based 
on the following factors: (1) the product being given away 
is not of the type that will sell, manifestly as soon as the 
giving away ceases the demand will also cease, and (2) the 
first industries to be rehabilitated in Europe after the war 
will undoubtedly be those in the soft goods lines. 

Relief shoes may vie with shoes for American civilian 
use, after leather becomes more plentiful, as far as mate- 
rials and manpower are concerned. The capacity of the 
American shoe industry is believed great enough to take 
care of the United States’ own post-war demand in addi- 
tion to any world-wide WPA. 

* * «# 


Whiteside Resigns OCR Post 
ArTHUR D. WHITESIDE, WPB Vice-Chairman for 


Civilian Requirements, has resigned his post effective 
Feb. 19 to return to the presidency of Dun & Bradstreet. 
The loss of the OCR chief is regretted by champions of the 
civilian economy. Prior to his appearing on the scene the 
civilian was a forgotten man under the old Office of 
Civilian Supply’s bed-rock economy. ‘ 

Mr. Whiteside told Boot ano SHor Recorper that his 
decision to leave WPB was in no way caused by the fact 
that the armed services have laid down the law that no 
general civilian production can be started until the out- 
come of the invasion is known. But OCR men say that 
the constant pressure from the services when plans were 
discussed for production of essential civilian commodities 
was an important factor in causing Mr. Whiteside to resign. 

Mr. Whiteside came to Washington with the understand- 
ing that he would stay six months. He overstayed his time 
and made an earnest attempt to keep the civilian popula- 
tion on as good a living basis as possible during the war 


period. 
* * «# 


Price Controls in Postwar Period 


THE shoe retailer whose inventories are being depleted at 
prices set by OPA is no doubt wondering whether these 
price controls will be lifted before reconversion is com- 
plete, causing a skyrocketing in shoe prices. Since an 
inflationary rise of this sort would ruin many retailers who 
do not have’ large capital their concern is thought pro- 
voking and is not going unnoticed. 

If OPA and WPB can carry out plans which are not in 
a formative stage the seriousness of this problem will be 
negligible. WPB officials are planning on returning to 
their former posts as soon as leather supplies become more 


stable, which should be shortly after the German defea, 
but they have their sights set on a program which will pro. 
vide for a slow return to normal production, rather than 
a wild scramble for post-war business. 

OPA is also beginning to work on one of its most diff. 
cult problems, the pricing of limited supplies of consumer 
goods which will become increasingly more available as 
the war draws to a successful close, and the carrying over 
of limited price controls after the war until reconversion 
is complete. 

The maintenance of adequate price controls in the imme. 
diate post-war period is necessary if inventories are to be 
replaced at profitable prices. Richard V. Gilbert, economic 
adviser to OPA, recently said that from the OPA stand. 
point, price and rationing controls will be lifted, piece by 
piece, as soon as national security will warrant such re. 
moval. However, before such a plan can be carried out 
Congress will have to renew OPA’s lease on life, which 
expires June 30. 

It is hoped here that Mr. Gilbert’s remarks represent 
Administration thinking, for if this is the case it is evident 
that business will be given a chance to readjust itself 
properly. It will be remembered that after the last war 
price controls were dropped almost immediately, with 
resulting upward swings in wages and prices. 

OPA feels that once the European war is over, things 
will become increasingly easier and price and rationing 
regulations will be adjusted to meet these changes. Mr. 
Gilbert said that shoe rationing will be ended very soon 
after the close of the European war. 

OPA expects to encounter this pricing problem first in 
consumer durables, since increased supplies of metal goods 
will reach the market this year and to be confronted next 
by price headaches in textiles and leather goods. 


o' oo 


Public Buys Less Shoes Than Allowed 


THE OPA survey on consumer buying of shoes indicates 
that the public is faring well under shoe rationing. This 
survey studied consumer use of Stamp 18 after a period 
of five and a half months and shows a remarkable con- 
sistency on the part of the consumer during the periods 
of Stamps 17 and 18. 

Both surveys were conducted in the same states, and an 
attempt was made to reach similar groups in both in- 
stances. However, no attempt should be made to use the 
percentages as a national figure, for although they are 
accurate they represent a national trend rather than precise 
national statistical records. 

Of the people surveyed, 9.9 per cent did not use Stamp 
17; 83.7 per cent used it themselves; 6.3 per cent trans- 
ferred the stamp. Of the 90 per cent who used the stamp, 
93 per cent bought shoes for themselves, while the re 
mainder transferred it. 

After a period of five and a half months’ validity, Stamp 
18 was not used by approximately 20 per cent. It was 
used by 73 per cent of those reporting, while 7 per cent 
transferred it. About 92 per cent of those who used the 
stamp bought shoes for themselves, while the remainder 
transferred it. 

Buying apparently dropped off in the Stamp 18 period 
as compared with Stamp 17. In the former period con- 
sumers bought an average of 1.05 pairs per person, while 
during the validity of 18 an average of .09 pairs a persom 
were purchased. Of shoes purchased during the latter 
period, 87.5 per cent were obtained with Stamp 18, 1.7 per 
cent with special shoe stamps, and 10.8 per cent were 
non-rationed footwear. 
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SP THE POST-WAR SOLE.1S WERE ROODAYI... 






BETTER 
THAN LEATHER 





Sleek of line... smart in styling ...a modern shoe for the modern Miss, 
founded on the modern sole . . . the Beaufort “Miracle” Sole . . . that’s 
“Better than Leather” ... because it outwears leather, absorbs less mois- 
ture, is non-slip and can’t crack... The Beaufort “Miracle” Sole has 
been proved by independent laboratory tests of the U. S. Testing 
Company, (Test #45871, August 16, 1943) and by millions of pairs of 


rationed and non-rationed shoes—without a single consumer complaint. 


One of a complete line of modern shoe parts: Insoles—in sheets; flexible ventilated strips; Knox Blocks + Linings— 
sock, vamp and quarter linings; heel pads « Platforms + Midsoles + Counters + Heels and Wedges + Heel Bases 


INDUSTRIAL DIVISION, HOMASOTE COMPANY, TRENTON, N. J. 


Febreary 15, 1944 
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And New England Markets 


Mip.FEBRUARY finds New England shoe manufacturers 
busily engaged in making Spring and Summer shoes with 
orders for whites, in many cases, yet to be received. Deliv- 
eries already have begun on make-up orders and there is 
every reason to believe that delayed deliveries—the rule 
rather than the exception last year—this year will be the 
exception, always assuming, of course, that materials from 
which shoes are made continue to be available in quantities 
which have prevailed throughout the latter part of 1943. 
Demand, of course, is far greater than supply and will 
continue to be so at least during the first half of 1944. 

Some manufacturers claim to have completed their 
Spring runs and at least one recently stated bluntly that 
because of conditions peculiar to his own business, he 
expected to begin delivering Fall and Winter merchandise 
early next Spring. 

Despite the departure from normal which this would indi- 
cate, it is interesting to note that seasonal fluctuations still 
prevail—that manufacturers who buy leather and merchants 
who buy shoes have not departed entirely from the customs 
of the past. This is shown clearly by the business index 
of orders booked, the compilation of which is one of the 
activities of the Associated Industries of Massachusetts. In 
December of last year, in which month early Spring orders 
are usually placed in volume, the index reached the highest 
level achieved since June. At the end of December it stood 
at 94 per cent of the 1926 normal. This was an increase 
over orders booked in November of about 24 per cent but 
was, also, lower by 16 per cent, than the peak reached in 
December, 1942. This 16 per cent drop from December of 
1942 to December of 1943 is believed to be a fairly accurate 
measure of the shrinkage in available materials during 
that twelve-month period. 

Sharing in the business currently being booked, made 
and delivered are the manufacturers of playshoes and other 
non-rationed types. Whereas it had been freely predicted 
that these would not be bought in the same cuantities as 
late last year and early this vear because of fears that an 
early ending of the war would bring with it an end to the 
consumer demand for them, reports received to date indi- 
cate that this fear has passed. Manufacturers are almost 


62 


unanimous in saying that they can take no more business 
for several weeks with any-assurance of delivery before 
April, or even May. 

In the leather market, sole manufacturers are combatting 
an ever-increasing demand for more and more of their pro- 
duction. They complain that shoe manufacturers seem more 
and more reluctant to adopt soling materials other than 
leather ‘and that conditions are rapidly becoming impossible. 

Labor trouble continues to worry North Shore tanneries. 
The most recent is a strike called among workers in a 
tannery making side upper leather which involves no ques- 
tion of wages. hours of working conditions, but which is 
purely a fight for control, staged by two rival unions. 


L ¢ é 
And the Northwest Trade 


WITH the supply of calfskins in as tight a situation as 
ever, if not tighter, there were those who had hoped that 
perhaps the increased slaughter of pork would result in 
an eventual generous supply of pigskins to the trade. It 
is, of course, too early for the shoe manufacturing trade 
to have received any tangible result from the glutted mar- 
kets of pigs at the slaughter houses. However, most houses 
believe that what pigskins may be available will not be 
enough to cause any perceptible difference in the supply 
of civilian footwear. 

Some pigskin shoes have always been made, but a very 
negligible number as far as volume is concerned. There- 
fore, there would be a doubt whether this type of leather 
would be acceptable to the retail trade at large should a 
supply of leather develop that would enable manufacturers 
to make them in great quantities. Taken by and large. 
however, it does not seem likely that such a supply will 
ever arrive at the shoemaker’s bench. For many pieces of 
pork (bacon, for instance) never have the skin removed. 
The largest amount of pigskin has heretofore gone to the 
glove, baggage, and small leather wares industries. 

Makers of children’s shoes in this area still report that 
manpower remains the greatest bottleneck of their phase 
of the industry. For the immediate future they have suffi- 
cient supplies of blonde elks, but are unable to supply the 
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demand for white shoes. Another unfavorable note has 
been injected into the picture by the needs of the armed 
forces, which are using 2-3 ounce leathers for combat 
shoe uppers, the same weight of leather which is utilized 
in children’s footwear. With this new demand for the, ser- 
vices, naturally civilian needs will once again be curtailed. 
The children’s houses here are far from optimistic regard- 


ing the immediate future, but agree that fundamentally 
the needs of the armies must come first and therefore make 
their plans practically from week to week. No longe range 
planning can be done now. Every pair of combat boots 
which run up high over the leg requires two feet of leather, 
obviously a far larger amount than is needed for a child’s 
shoe. 





And the Metropolitan Area 


New YORK factories are busy these days, as busy as 
supplies of materials and labor permit. Calfskins, patent 
leather and suedes are all going through the factories. 
“Almost anything or everything” is how one high style 
manufacturer describes his current production. White is 
slated to be very good, with suede the leather being used 
exclusively by several of the high grade manufacturers of 
women’s shoes. 

The problem of adequate supplies of high grade sole 
leather was discussed by leading quality manufacturers of 
women’s shoes in Greater New York. Limited quantities 
were reported by all, but they are continuing the main- 
tenance of quality standards. One leading style manufac- 
turer, conceding that sole leather going through his fac- 
tory is not equal to pre-war standards from the point of 
view of manufacturing, maintained that the leather has 
good wearing quality but is stiffer to handle. Another 
manufacturer reported that, with a comparatively small 
output, he has been able to get sole leather of good grade 
sufficient to carry him along. When the leather is scratched 
or imperfect in appearance in any way, the factory darkens 
it. When it is too stiff, it is sent away to be re-tanned. 

Considering the relative merits of the sole leather being 
used by makers of women’s popular price shoes and the 
high grade manufacturers, one maker of quality shoes 
pointed out that the maker of the cheaper shoes could not 
get the kind of sole leather that he was still getting. He 
added that, even if this better grade leather were available 
to the low price manufacturer, he probably could not 
afford to pay the price for it. The over-all picture of the 
sole leather situation, for both high and low grade manu- 
facturers, is the same, namely, that the government gets 
the top quality. The sole leather shortage has been one of 
the most serious problems facing shoe manufacturers for 
several years. The situation is not growing any easier. But 
quality manufacturers here are not going into production 
on other sole materials until they find it absolutely neces- 
sary to do so. 

Children’s manufacturers in this area report increasing 
difficulties in getting insole and lining leathers, a more 
serious condition than the out-sole shortage. The new 
WiB directive will, they anticipate, help relieve some of 
their problems, in relation to outer and insoles, but they 
are waiting to see what increase this will mean from the 
tanners. 

Makers of casual and play shoes from the New York 
area are doing a big business in both rationed and un- 
rationed types. From all indications they expect a very 
good season for these shoes. The fact that badly made 
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play shoes caused the stores a great deal of trouble last 


Summer should not affect this year’s business, in their 
opinion. They report that many of the imperfections and 
poor manufacturing details of a year ago have now been 
corrected and say there is every reason to expect that 
women will go for the gay colored unrationed play shoes 
again, once the weather turns warm. 


CEL 


And Upstate New York 


SHOE manufacturers and retailers of this vicinity are 
looking beyond the limited horizon of Spring styles—even 
of immediate selling prospects—as lengthening days pre- 
sage the coming of another footwear season while we are 
still at war. 

They know now that events which are in the making 
on our battle fronts are of greater personal concern to each 
than present difficulties in their private business; in fact, 
that their whole future will be determined within the pat- 
tern of the post-war world. 

They have become acutely aware that there will be a 
new accent upon salesmanship; that both manufacturers 
and retailers must have broader markets if they are to pro- 
vide the larger incomes which will be needed to meet war 
debt burdens and still make money. 

More selling will be needed, too, in order to furnish 
more employment and avert some new form of government- 
in-business control as a substitute for the free enterprise 
system that built America. 

Meanwhile there is much of news interest in the foot- 
wear factories and stores of this old shoe city on the 
Genesee. 

For one thing, hope is revived that more children’s shoes 
may be made here. They will be only if the government 
will ‘allocate more materials for their manufacture and 
perhaps raise price ceilings so that children’s factories may 
be enabled to pay enough wages to lure some of their 
former employees back from other plants. 

So far as retailers are concerned, many of them would be 
willing to pay higher wholesale prices for children’s shoes, 
even if they must maintain their own modest ceilings, pro- 
vided a steady flow of footwear for children would thus be 
made available. That, they believe, would be better than 
having no children’s shoes to sell. But it is “up to the 
government,” as many other problems are at present. 

So far as leather and materials are concerned, the situ- 
ation has become so acute that it has affected many shoe 
repair shops in Western New York, which are unable to 
provide for the increased patronage resulting from a Winter 
in which there is the novelty of little snow so far in this 
section. 


Boot and Shoe Recorde. 





It 





<1 


1entally 


e make 
e range 
t boots 
leather, 


child’s 


le last 
| their 
is and 
r been 
t that 
shoes 


\is 
















~ a 


10 INJUR A 
ef 


Eye i injuries account Be eighteen per- 
cent of all TIME LOSING ACCIDENTS 
in shoe factories. The most frequent 
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causes: 

1. Dust and tiny particles from grind- 
ing wheels 

2. Flying fragments of metal 


3. Splashes of acid or alkali liquids, 
carelessly handled 


Eye protection is based upon three 
major fundamentals : 


1. Safe operating practices 


2. Installation of devices and equip- . 
ment to control eye hazards at their 
sources (shields, baffles, hoods, etc.) 


3. Personal protection for every em- 
ployee exposed to a hazard by the 
use of goggles and other protec- 
tive equipment 
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ONE THE SOURCE OF THE HAZARD BY 
APPLYING RECOGNIZED PREVENTIVE METHODS 


3 a 
es - js 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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me 


Ail 4a 2erenmay eB 








What Makes a Shoe a Good Shoe? 


And Why the Consumer, Even in Wartime, Can Enjoy Full Confidence 
that He Is Getting All that He Pays for in Footwear 


What kind of shoe is a good shoe? 
What makes one shoe better than an- 
other? How can the American con- 
sumer, in wartime, be reasonably as- 
sured of getting his (or her) money’s 
worth when spending hard-earned cash 
and equally precious ration stamps to 
purchase shoes? 

These are some of the questions in- 
volved in current discussions on the air 
and in the columns of the newspaper 
PM, the general tenor of which is to 
the effect that, since the Army takes 
most of the better-grade sole leather 
of certain weights and _ thickness, 
there’s no particular point in buying a 
higher-priced shoe because nowadays 
(according to the argument) the manu- 
facturer of higher-priced lines can’t 
buy any better soles than the cheaper- 
grade manufacturer. 

This argument probably originated 
in the brain of some clever advertising 
chap shortly after the Army’s sole 
leather requisition was first made ef- 
fective. The public has grown familiar 
with it through constant repetition in 
radio “commercials” over the past two 
years, but apparently there have been 
a lot of people who haven’t taken it too 
seriously, for demand for better-grade 
shoes has been reported on the rise, re- 
flecting, no doubt, the influence of fat- 
ter pay envelopes and general wartime 
prosperity. 

New York’s colorful mayor, Mr. 
LaGuardia, added a strident note to the 


_ radio discussion when he echoed the 


theme, in a Sunday broadcast, that best 
grades of leather have gone to war; 
therefore cheap shoes are as good as 
any, so far as materials are concerned. 
On this highly questionable line of rea- 
soning, His Honor the Mayor called 
upon OPA Chief Chester Bowles to free 
youngsters’ shoes under $3 from ration- 
ing, only to draw a quick rejoinder from 
the New York Administrator of the 
Price Administration agency. 

Then along came the newspaper PM 
with an article in its January 31st is- 
sue under the by-line of Bruce Todrin 
which makes the flat assertion that “If 
you have been paying more for your 
shoes lately, on the premise that they 
will give you additional wear, you are 
wasting your money and fooling your- 
self.” If you don’t happen to know 
PM, it’s the New York daily tabloid 
brought out a few years back and gen- 
erously financed for quite some time by 
Marshal! Field, Third, likewise the 
financial sponsor of the Chicago Sun. 
Generally leftist in its editorial slant 
and news-coloring, PM has faithfully 
followed the New Deal party line, gen- 
erally upheld the policies and objectives 
of organized labor, squirmed uncomfor- 
tably when labor and the Administra- 
tion crossed swords, as on the issue of 
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Heads Red Cross Division 





MRS. HENRY I. ROSENBLATT 


New York—Mrs. Henry |. Rosenblatt, 
director of labor activities, New York 
chapter, American Red Cross, is mobiliz- 
ing the men's and women's apparel in- 
dustries of Manhattan for the Red Cross 
1944 War Fund of Greater New York. 
Mrs. Rosenblott's section of the Com- 
merce and Industry Committee contains 
37 divisions. The New York City quota 
for the campaign which opens March 1 
is $22,386,000. The national goal is 
$200,000,000. 





the labor draft. As part of its labor 
policy, PM has espoused the cause of 
the so-called “consumer movement,” 
and bases its argument in the present 
instance on the protection of the con- 
sumer’s interest. 

But the PM story didn’t stop with its 
own writer’s statement that consumers, 
interested in additional wear, are wast- 
ing their money and fooling themselves 
when they buy higher-priced shoes. It 
went a long way beyond that and cited 
Lawrence B. Sheppard, Chief of the 
Leather and Shoe Branch of War 
Production Board, as the authority on 
which it based that conclusion. 

Of course Mr. Sheppard didn’t say 
what the PM story said about “wast- 
ing your money and fooling yourself,” 
if you pay more for shoes, expecting 
additional wear. What he did was to 
write a letter to a New York advertis- 
ing agency that had asked for infor- 
mation explaining the Army’s reserva- 
tions of leather for innersoles and out- 
ersoles and making certain observations 
about the sole leather situation. 

Everybody in the shoe business and 
probably most consumers know by now 
that sole leather is a highly critical 
material. But the inference that the 


consumer gets as much wear out of 
low-price shoes as he gets from higher. 
price shoes was by no means warrantej 
by what Mr. Sheppard said in his let. 
ter, which was reproduced by PM with 
the date and addressee’s name blacked 
out. Shoe manufacturers, questione 
by Boot AND SHOE RECORDER following 
the publication of the PM story, say the 
facts do not justify such an inference, 

It’s an old newspaper trick to take a 
public official’s factual statement and 
write a story around it, drawing con- 
clusions that the author of the state 
ment never intended and to which he 
would probably never subscribe. That 
technique was invented long before PM 
originated its own somewhat bizarre 
style of journalism. It doesn’t seem 
fair, either to the reader or, in this 
case, to Mr. Sheppard, but maybe that’s 
beside the main point at issue. 


Facts about Shoe Quality 


What are the real facts back of all 
this smoke and confusion? Everybody 
knows that wartime necessities have 
upset normal standards of quality in 
many lines of merchandise. Shoes are 
no exception. Most people realize and 
understand that our soldiers are get- 
ting the pick of the better-grade sole 
leather. And why shouldn’t they? Not 
only our soldiers, but those of our al- 
lies, and, in the case of Russia at least, 
the civilian population come in for 
preferential treatment. PM would ap- 
prove of that. So would anybody, al- 
most, so long as the American con- 
sumer isn’t placed at too much of a dis- 
advantage compared with civilians in 
other lands. 

You don’t have to go to any more 
trouble than to look in a shoe store 
window to convince yourself that there 
are still a lot of shoes on the American 
market, many of them carrying good 
leather soles. A leading men’s shoe 
manufacturer told Boot AND SHOE RE- 
CORDER a few days ago that many of 
the leather soles now being used in his 
factory give -better wear than those he 
was formerly accustomed to put on his 
shoes. The Army’s priority on sole 
leather up to 11 irons in thickness has 
compelled him to use a heavier weight 
outersole on some of his shoes that 
he used before. These soles are not 80 
desirable from the standpoint of flex- 
ibility and not so easy to work in in the 
factory, but they give the consumer 
more wear. 

PM’s story overlooked the fact that 
7% and 8 iron soles are still available, 
although this point was clear from Mr. 
Sheppard’s letter. From these thick- 
nesses the best women’s soles are 
drawn. 

The fundamental error in the PM 
line of argument, however, lies in its 
implication that the sole is the only 
component that affects wear or quality 
in footwear. Fact of the matter 1s, of 
course, that the upper leather, the lin- 
ing and various other materials also 

[TURN TO PAGE 96, PLEASE] 
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in Important Message to Our Customers 





—_—_ 


HUBBER FOOTWEAR FOR 1344 


the availability of GR-S (Government Rubber-Synthetic) and its successful 
ye as basic raw material in the production of rubber footwear enables 
ys to announce our program for the manufacture and distribution of our 


1944 LINE OF RUBBER FOOTWEAR. 


We will offer to our regular customers a Future Order Allotment based on 
the same fair and equitable policy which worked out so satisfactorily in 


1942 and 1943. 
Production schedules have been made so that we are planning deliveries 
of future orders by or before October 25. Our manpower problems are 


sill acute, but we have allowed for this factor in planning deliveries. 


Unless circumstances, which are not now foreseen, interfere, we do not 


expect to be delayed. 


Again, we are planning to offer substantial quantities of rubber footwear 


to our customers for “‘fill-ins” next winter. 


Our 1944 line includes all the numbers we had last year—PLUS—New 
Volume Styles approved for manufacture by the Office of Rubber 


Director (W. P. B.). 


OUR SALESMEN WILL CALL ON OUR Hood Rubber Co. 


A DIVISION OF 





CUSTOMERS VERY SOON, TO SHOW 
NEW SAMPLES AND DISCUSS FUTURE 
ORDER DETAILS. 





FIRST IN RUBEER 


FOOTWEAR FACTORY AND LABORATORIES, WATERTOWN, MASS. 


February 15, 1944 
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What Makes a Shoe a Good Shoe? 


[CONTINUED FROM PAGE 66] 


play a very important part in deter- 
mining the quality of a shoe. Work- 
manship is also extremely important. 
As a matter of fact, less than one- 
quarter of the cost of higher priced 
shoes goes into bottom stock. The big- 
gest item is labor. If a shoe is well 
made, with good upper leather, linings, 
thread, counters, box toes and other ma- 
terials, it can be resoled again and again. 
That’s one way to practice shoe econ- 
omy in these days, as PM points out. 

There will always be a proper place 
in the market for low-price shoes, 
medium-price shoes and those that com- 
mand a higher price. Manufacturers 
of low-price shoes have done a swell job 
in providing millions of people with 
good, substantial footwear at prices 
they can afford to pay. Higher-grade 
manufacturers have created shoes 
whose craftsmanship is the finest in the 
world. America is a big country with 
a lot of people in it. They do not all 
have the same tastes, ideas or pref- 
erences. They don’t all have the same 
kind of feet. Fit also plays its vital 
part in determining what sort of shoe 
is a good shoe for a particular indi- 
vidual. A shoe that fits your foot easily 
and comfortably may be an economical 
purchase for you, even if it costs a 
little more than one that pinches your 
toes or instep, so that you have to dis- 
card it and buy another pair. 

Quality is an extremely complex and 
intangible element. Some people ex- 
perience a certain pride and satisfac- 
tion in the purchase of better grade 
merchandise, and to them the length 
of time they can wear a garment or 
a pair of shoes may not be the all- 


important consideration. Many a work- 
ing man with a modest income has 
convinced himself that it’s good econ- 
omy for him to buy a relatively high- 
priced suit, though he probably real- 
izes he could get almost as much wear 
eut of a cheaper one. That’s his priv- 
ilege, just as it’s the privilege of the 
majority of us to think we can econo- 
mize and get along about as well with 
one that costs a little less. 

And after all, why not? In a demo- 
cratic country, everybody ought to 
have a chance to indulge his tastes and 
preferences without argument or criti- 
cism and without attempts by anybody 
to drive everybody into the same 
groove. Too often, so-called “consumer 
movements” try to do just this. Pres- 
ent grade labeling agitation is another 
movement in that same general direc- 
tion of regimentation and curtailment 
of individual liberty, both on the part 
of business and the consumer. Read 
the article “Customer’s Nightmare” 
on grade labeling in the February 5th 
issue of Saturday Evening Post. 





Mindel Takes Over 
Detroit Shoe Shop 


DetROIT.—The Wilson Shoe Shop at 
9500 Joseph Campau Avenue in Ham- 
tramck, northeastern Detrcit suburb, 
has been taken over by Sam A. Mindel 
as sole owner, following withdrawal of 
Ben Rubin (also known as Ben Rob- 
erts) who was his former partner. 
Rubin operated the store alone for 13 
years, taking Mindel into partnership 
about six months ago. 





Helena Store Opens in New Location 





interior of the new Livingstone store in Helena. 





Note the attractive, modern 


arrangement. 


HELENA, Mont.—Livingstone’s Shoe 
Company opened in a new location at 
the corner of 6th Avenue and Main 
Street, recently. The store, which was 
established in 1930, was formerly lo- 
cated at 54 North Main Street. The 
new location has been completely re- 
modeled and repainted, and shoe stocks 


have been arranged to provide the best 
possible service. Five show windows 
provide ample display room. 

Neil Livingstone and Warren Batch 
are store owners. Mr. Batch for years 
was connected with the shoe depart- 
ment of Fligelman’s. He joined the 
Livingstone organization in 1936. 





————e 


REPORTS FOR DUTY 
ON NEW JOB 


A few minutes before the stroke o 
nine on the morning of Tuesday, Febry. 
ary 1, a tall, well dressed, business-like 
man stepped briskly from the elevate; 
at the ninth floor of the Chrysier Build 
ing, and walked down the corridor te 
Room 940, which is the entrance to the 
headquarters of National Boot and Shoe 
Manufacturers’ Association. 

He was William W. Stephenson, knows 
throughout the industry as the man who 
made shoe rationing work, and he wa; 
reporting for duty on a new job. It was 
his first day as executive vice-president 
of National Boot and Shoe Manufactup. 
ers Association, an office to which he 
was called following the resignation of 
Jay Otis Ball as active executive head 
of the organization. 

Mr. Stevenson lost no time in getting 
into his stride, and he is rapidly familiar. 
izing himself with the details of his new 
work. Through his connection with OPA, 
where he won a reputation for efficient 
performance, he has made many friends 
and acquaintances throughout the indus- 
try and he has the best wishes of all of 
them for a successful administration. 





Doyle Elected Douglas 


Director 


BRocKTON, Mass.—Albert Doyle, for- 
mer president of the Doyle Shoe Co., 
here, and the Wall Streeter & Doyle 
Co., North Adams, has been elected a 
director of the W. L. Douglas Shoe Co. 
Mr. Doyle replaces the late Robert W. 
Laird on the board. He has been asso- 
ciated with the shoe industry for 40 
years, has a coast-to-coast experience in 
the trade, and his counsel in shaping 
policies is desired. 

It is not Mr. Doyle’s purpose to take 
an active part in production or sales of 
the Douglas shoe, other than as con- 
sultant. Although he retired as an ac- 
tive manufacturer some years ago, he 
has maintained his contacts and his in- 
terest in the industry. Beginning as a 
salesman for the former Churchill & 
Alden Shoe Co., Campello, he later be- 
came a manufacturer. He is a director 
of the Brockton National Bank, an in- 
corporator of the Brockton Savings 
Bank, president of the Satucket Trust, 
a trustee of the Brockton Hospital, 
chairman of the finance committee of 
Brockton Chapter of the Red Cross, 
a trustee of the United Community and 
War Fund. He is also, by mayoral 
appointment, a trustee of the War Me 
morial Building and of the Brockton 
Firemen’s Fund. He is active in local 
civilian defense. 

For years Mr. Doyle was a director 
of the National Boot and Shoe Manv- 
facturers’ Association, and he has re 
tained his membership in the Boston 
Boot and Shoe Club. 

As one of about 100 members in the 
United States of the Sovereign Order 
of the Knights of Malta, he had con- 
ferred on him by the Vatican the high- 
est distinction open to Catholic laymen. 
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Avoid Careless, Wasteful Use of 
Tools, Equipment and Supplies 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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R.A. Style Conference 


* fh, Be Held March 7-8 


New YoRK—The two-day Style Con- 
ce of the National Shoe Retailers 
siation to be held March 7 and 8, 

j, as previously announced, be devot- - 

to a broad and comprehensive dis- We pol n t 

assion of the problems with which the 

ioe industry will be confronted when 
stilities end in Europe. 

, - , : on 
bgt ins uf wie tevaer oe, . to this testimonial letter from a Chiropodist-customer 
gence, which will be participated in by | who prescribes Health Spot Shoes to many of his patients: 

pmbers of N.S.R.A. men’s, women’s y 

wi children’s shoe style committees, 

representatives of last manufacturers, 

«mers, shoe manufacturers and the 

tade press. The conference will be 

jeld at the Waldorf-Astoria Hotel. 

N.S.R.A. members at large can par- 

tcipate in this two-day conference by 

gading to the headquarters of the 
igociation, 274 Madison Avenue, New 

York, questions they would like to have 

jseussed in connection with post-war 

jans for the shoe industry and their 
ews as to what government controls | 

«regulations may be necessary for the | 

wotection of shoe retailers when Vic- 


with pride 








vv ury comes will be most welcome. A | 
\ wmmary of results of the conference | 
vill be issued to members. requir 
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Released Shoe Sales 
(ause Buying Rush 











DayTon, OH1I0—The OPA ruling re- 
lasing women’s shoes $3 and under 
for sale without ration coupons for a 
y limited time, occasioned an almost un- 
; precedented rush on Dayton shoe stores. 
A flurry during the first week of the feel qu 
salle doubled normal sales and con- teme 
, . e sta 
, tinued as stores opened for business the abov 
second week, filling shoe departments 
and stores within a few moments after 
” opening time. 
+. Harried clerks, already burdened with 
<a imreased work because of the labor 
$33 shortage, foun i ~ | 
: manding the «Foc pth agen Letters such as the one above are proof of the fine doctor 
aitly under the impression that clear- | following which Health Spot Shoes have earned. It is further 
“4 ance stocks were of very recent vintage. | proof that Health Spot Shoes are satisfying the doctor's need 
x3 A for a shoe that he can prescribe for his patients to meet cer- 
us Shoe Man’s Career tain requirements. 
oy Makes Newspaper St 
“ es | ATTENTION: ORTHOPEDIC SHOE FITTERS 
; Derreir—The career of the late . 
Gustave A. Lindke, formerly operator There never was a better opportunity for good shoe men who 


are anxious to do a better job for those who need correct 


f the Lindke Shoe Company, which 
shoes. Today there are many desirable openings in retail shoe 


was about the largest shoe store in De- 








maar, wae he sale of 5 | Jf toes due fo men leering forthe service, that are worth ive 
editor of “Town Talk,” in The Detroit | tigating. If you are interested in making a change where you 
News, will have a better opportunity to do a real service for your cus- 
Lindke died over a year ago in Cali- | tomers, we may be able to help you. Send for an application. 
fornia, and his career was brought to | 
the attention of Detroiters again this | 
past month when checks were received | check Loe 
by a dozen former employees, who had | 
a their time to help him take | cAlP>> 
’ ry on Labor Day, 1921, when he | 
the business. y —hecany Arecopthany DANVILLE ILLINOIS 
Clyde K. Taylor, now a partner in the | £o8 
i le Rackham store, and executive | MANUFACTURERS OF THE MOST COMPLETE LINE OF CORRECTIVE 
pevrelt.end Michigan shee ae- | SHOES IN AMERICA FOR MEN, WOMEN AND CHILORER 
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Manufacturing and Markets 
ROCHESTER 


[CONTINUED FROM PAGE 64] 


Shoe factories likewise continue to be short of leather, 
particularly sole leather, but there is much encouragement 
because of the improvement in the wearing quality of sub. 
stitutes. Steady scientific progress has been noted since 
the war made it necessary to provide many synthetic soles 
for civilian footwear. 

The retail shoe business continues good in Rochester 
and vicinity—that is, good within the limits imposed by 
the war and all of its exacting requirements. 

The most interesting sales event of the past month was 
the sale of unrationed shoes which were not more than 
$3 per pair. Well advertised by a number of stores, the 
sales brought scores of customers. Many of them bought 
shoes which were distinctly back numbers, but of good 
quality. 

Many merchants were glad to part with shoes which had 
been a part of the scenery in their back rooms for years; 
customers were glad to get shoes that promise to wear 
well for work—without having to part with a precious 
shoe stamp. 


SK lowes 


A FEW weeks ago tanners’ agents in this district were a 
bit more hopeful as to the outlook for some improvement 
in the supply of sole leather for civilian use. But since 
then the picture has changed considerably and all for the 
worse. The government order affecting the use of chrome 
tannage and designed to improve the supply of soles avail- 
able for production of infants’ and children’s shoes has 
put a real crimp in many of the St. Louis factories pro- 
ducing women’s shoes. In fact, the overall situation on 
production is generally conceded to be worse now than at 
any time since the war started. What’s more, the manu- 
facturers here are outspoken in the belief that things are 
going to get still worse before they will improve. 

A new problem now confronts them with respect to wood 
heels. Government order M-364, effective January 1, freez- 
ing lumber such as hard maple, oak, ash, yellow birch, elm 
and beech, has set up a serious production hurdle for most 
of the St. Louis factories, one which will require no end 
of ingenuity to surmount. Wood heel manufacturers report 
that their inventories of lumber are not large. Shoe manu- 
facturers, on the other hand, have never made a practice 











| of carrying much if any inventory on finished heels, so the 


backlog of heels is not sufficient to allow much of a transi- 
tion period in which other materials can be discovered 


| and tested. 


Shipping cases is another headache for shoe manufac- 
turers. They have been dwindling in supply for some 


| months now and no immediate relief is yet in sight. 


Although current problems of production are of such a 
serious nature as to require most of a manufacturer’s time, 
nevertheless many of them in this market during recent 
weeks have given considerable thought and study to future 
planning, particularly in the field of marketing. Many 
factories are analyzing their distribution more carefully 
than ever before. They are finding out where it is in rela 
tion to the many shifts in population that have taken place 
during the war; they are studying and classifying the 
[TURN TO PAGE 81, PLEASE] 
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5" Army Orders 732,000 Pairs of Shoes 





Type lll Service Shoes with Reversed Uppers and Composition Soles 
on Order—Also New Combat Boot 


Boston, Mass.—Following announce- 
ment at the Boston Quartermaster 
Depot of the award of contracts to fur- 
nish the Army with approximately 
1,500,000 pairs of the new combat boot, 
reported elsewhere in this issue of Boot 
anp SHOE RECORDER, the QMD also let 
it be known that orders have been 
placed for 732,000 pairs of Type III 
service shoes, with reversed uppers and 
carrying composition soles. The fol- 
lowing firms share in this award: 

Weyenberg Shoe Mfg. Co., 10,000 
pairs; Albert H. Weinbrenner Co., 
5.000; Red Wing Shoe Co., 6,000; 
Perry-Norvell Co., 11,000; Milwaukee 
Shoe Co., 5,000; Endicott-Johnson Cor- 
poration, 61,000; Holland-Racine Shoes, 
20,000; Hubbard Shoe Co., 10,000; In- 
ternational Shoe Co., 64,000; Jung Shoe 
Mfg. Co., 8,000; Knapp Bros. Shoe 
Mfg. Co., 8,000; A. S. Kreider Shoe 
Mfg. Co., 12,000; J. Landis Shoe Co., 
16,000; Leonard & Barrows Shoe Co., 
15,000; J. F. McElwain Co., 73,000; 
Mid-States Shoe Co., 20,000; Hill Bros. 
Co., 10,000; R. P. Hazzard Co., 30,000; 
E. J. Givren Shoe Co., 16,000; General 
Shoe Corporation, 118,000; The Gardi- 
ner Shoe Co., 8,000; Farmington Shoe 
Mfg. Co., 8,000; Charles A. Eaton Co., 
$1,000; Doyle Shoe Co., 10,000; Daly 
Bros. Shoe Co., 33,000; G. P. Craft Co., 
10,000; Craddock-Terry Shoe Corpora- 
tion, 15,000; Commonwealth Shoe & 
Leather Co., 10,000; Chippewa Shoe 
Mfg. Co., 6,000; Brown Shoe Co., 30,- 
000; The William Brooks Shoe Co., 10,- 
000; Bridgewater Workers’ Co-opera- 
tive Association, 16,000; Belleville Shoe 
Mfg. Co., 10,000; and Allen-Squire Co., 
17,000. 

Other footwear items purchased in- 
clude: 

Officers’ tan high shoes with’ plain 
toe—George E. Keith Co., 1,000 pairs; 
— Shriner & Urner Mfg. Co., 
Officers’ regular low bluchers— 
George E. Keith Co., 5,000 pairs; Flor- 
theim Shoe Co., 5,000. 

Officers’ Monk type, low quarter— 
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George E. Keith Co., 2,500 pairs; 
French, Shriner & Urner Mfg. Co., 
2,500. 

Officers’ two-eyelet 
French, Shriner & Urner 
8,000 pairs. 

Legging-top boots — International 
Shoe Co., 1,656 pairs. 

Women’s field shoes—Green 
Mfg. Co., 576 pairs. 

Following contract awards already 
noted, the Boston Quartermaster Depot 
announces that a third lot of combat 
boots, totaling 77,000 pairs, is to be 


low quarter— 
Mfg. Co., 


Shoe 


made. These companies share as fol- 
lows: 

William Brooks Shoe Co., 10,000 
pairs; Doyle Shoe Co., 10,000; Hill 


Bros. Co., 10,000; Hubbard Shoe Co., 
10,000; Mid-States Shoe Co., 10,000; 
Farmington Shoe Mfg. Co., 8,000; Gar- 
diner Shoe Co., 8,000; Chippewa Shoe 
Mfg. Co., 6,000; and Leonard & Bar- 
rows Shoe Co., 6,000. 

Also announced is the award of con- 
tracts to manufacture 131,200 pairs of 
cloth-top arctic overshoes, as follows: 

Hood Rubber Co., 35,500 pairs; Good- 
year Rubber Co., 30,000; Endicott-John- 
son Corporation, 22,000; LaCrosse Rub- 
ber Mills Co., 16,500; Bristol Mfg. Cor- 
poration, 14,000; and Tyer Rubber Co., 
13,200. 


Shoe Travelers Hold 
Monthly Show 


Cuicaco, ILu.—The first shoe show 
of 1944 under the auspices of the Shoe 
Travelers’ Association of Chicago was 
held at the Hotel Morrison recently. 
Considerable interest was evinced by 
visiting buyers in the many varieties 
of non-rationed shoes offered. Fabric 
tops with synthetic soles were particu- 
larly sought in navy. Play shoes, most 
of them with platform soles, also found 
place on many an order. Attendance 
was satisfactory with buyers from 
eight states registered. 


J. O. Ball with Council 
For Government Relations 
New YorkK.—Jay Otis Ball, for fif- 


- teen years with the National Boot and 


Shoe Manufacturers’ Association, first 
as executive vice-president and for the 





JAY OTIS BALL 


past six years as president, assumed 
his new duties February 1 as managing 
director of the Council for Industrial 
Government and Public Relations, 
Chrysler Building, New York. 

In undertaking his new responsibili- 
ties, Mr. Ball stated that his work 
would be along the same lines as in 
the past, except that he will not con- 
fine his activities to one industry. “In 
fact,” he said, “many industries are be- 
ginning to realize that we are in a 
transition period socially and _ eco- 
nomically; and the present prevalent 
tendency to apply uncomplimentary 
epithets, with lengthy banquet speeches 
enumerating the blessings of free enter- 
prise, are getting nowhere fast. Most 
industrialists know that nothing con- 
structive is accomplished by berating a 
policeman, when he comes up beside 
them on a motorcycle with a pistol and 
well-filled cartridge belt; but some- 
times, they neglect to apply the same 

[TURN TO PAGE 98, PLEASE] 
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Business Activity Higher Than a Year Ago 











The map shown here was supplied by the Business Bulletin Division of La Salle 
Extension University, Chicago, Illinois. 


CHICAGO, ILL.—The volume of indus- 
trial production and trade continues to 
hold up well with no significant signs 
of slackening in the general average 
according to a monthly survey by La 
Salle Extension University. The rate 
is about 16 per cent higher than it was 
a year ago, but the recent increases 
have been somewhat less than they 
were during the early months of last 
year. Current indications are that 
during the next few months conditions 
will remain about as they are now and 
that high production will be main- 
tained for an indefinite period. 

Although the general average is 


' stable, the variations among different 


industries and in different parts of the 
country are becoming more prominent. 
The LaSalle Map is unusually spotted 
this month and reflects some of the 
many changes which are going on with- 
in the high volume of production. Shifts 
are being made to produce new types 
of military equipment and munitions 
while contracts for other types are be- 
ing cancelled. Some plants have cur- 
tailed operations considerably at the 
same items that others have greatly 
expanded their production. The dif- 
ficult problems of transition will be- 
come increasingly perplex and are like- 
ly to make for considerable uncertainty 
in many piants and in many parts of 
the country. 

Another trend which is strikingly 
indicated by the LaSalle Map this 
month is the relatively greater increase 
over last year in the central parts of 
the country rather than along the 
coasts. During most of the last three 
years, the coastal regions were forging 
ahead most rapidly and making the 
greatest gains. Now they have ap- 
parently reached close to the peak of 
their expansion and other regions are 
steadily catching up. In several places, 
the rise has surpassed those in the 
sections which formerly made the best 
showing. That trend is also expected 
to continue and may become even more 
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striking when the war production pro- 
gram slows down later. 

Activity in the New England states 
and in the South East has lagged be- 
hind the general average and in several 
cities is slightly lower than it was a 
year ago. Part of this difference is 
due to the fact that operations were 
very high in those communities last 
year. For that reason not much addi- 
tional expansion was possible. Even in 
all these places trade volume is far 
higher than it has ever been before. 

For several weeks, business volume 
in New York has been rising more rap- 
idly than elsewhere. The gains in pro- 
duction and employment have been 
somewhat greater than those in retail 
sales but even in these lines the activity 
is unusually high. One significant fac- 
tor in pushing business upward is the 
large quantity of exports which are 
being shipped through the city. For- 
eign trade is at peak levels and the 
handling of it stimulates business not 
only among the manufacturers who 
make the goods, but also among the 
transportation agencies which handle 
the goods. 

Throughout the South, the large 
amount of spending in connection with 
the military camps has much to do 
with keeping business volume high. 
Agricultural prices are high enough 
to maintain farm income far above pre- 
vious peaks and to stimulate the pur- 
chase of goods by consumers. Many 
industries have also expanded through- 
out the Southern states and this means 
larger purchasing power for many peo- 
ple. 

Similar considerations are significant 
in connection with the business volume 
through the major central agricultural 
section of the country. Farm income, 
as well as employment in war indus- 
tries, is bringing about a great demand 
for goods. Conditions among different 
communities may vary somewhat more 
widely than in other parts of the 
country. 


Improved Army Footwear 
Reduces Annual Consumptiog 


JERSEY City, N. J.—Improvement jp 
design and manufacturing methods fo 
Army footwear is credited with a yo. 
table decrease in the number of pairs 
of shoes issued annually to soldiers 
both in continental United States ang 
in overseas theaters of operations, the 
War Department stated recently, 4 
survey of Army shoe issues, conductej 
by the Quartermaster Corps, shows 
that the average number of pairs of 
shoes issued to a soldier in the United 
States is now slightly less than two 
pairs a year, as compared with a little 
more than that formerly. In combat 
areas overseas, the average issue per 
fighting man is about three and one- 
half pairs a year as compared with a 
previous issue of about five pairs a 
year. Quartermaster Corps officers at- 
tribute this reduction in the number of 
pairs required to keep a man well-shod 
to further improvement in the design 
and manufacturing methods for Army 
footwear, to improved methods of tan- 
ning the upper leather from which they 
are made, and to the longer life of the 
synthetic rubber sole and heel. 

The Quartermaster Corps maintains 
officer-observers in every theater of op- 
erations to check the efficiency and 
wearing quality of all Quartermaster 
Corps supplies, particularly clothing 
and footwear. Their observations are 
forwarded to Washington at periodic 
intervals and form the basis for initiat- 
ing improvement or changes in equip- 
ment, as well as for estimating future 
needs. In this way, the Quartermaster 
Corps is able to estimate accurately 
the changes in maintenance factors for 
Army shoes. Reports of these ob- 
servers led to the design and develop- 
ment of the new combat boot which is 
intended to replace the shoe-and-leg- 
ging combination in fighting areas. 
The Type III service shoe and the new 
combat boot are made with the flesh 
side of the leather toward the outside, 
permitting the grain or smooth side of 
the leather to be worn against the sol- 
dier’s foot for greater comfort. This 
method of construction also permits the 
leather to absorb more “dubbin” or 
waterproofing leather dressing, as well 
as to resist scuffing and abrasion. The 
new combat boot will be issued only to 
ground troops overseas and eventually 
is expected to replace the paratroopers 
boot in all areas. 


Geuting on Board of 
Merchants’ Association 


PHILADELPHIA, Pa. — Anthony . 
Geuting, president of the A. H. Geuting 
Shoe Co., was elected to the board of 
directors of the Philadelphia Mer- 
chants’ Association at their annual 
meeting held recently in the Benjamin 
Franklin Hotel. 

Arthur C. Kaufmann, executive head 
of Gimbel Brothers, was re-elected to 
the office of president for his fourth 
term in that capacity. 
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Born of a long line of American triumphs in the field of 
combustion engineering, is the one and only American 
“jeep” — that speedy, rugged, armored car that defies the 
toughest going in frozen wastes or burning desert. It's 
“American” — 100%. 

The same basic American intelligence and ingenuity that 
developed the “jeep” is also responsible for the masterly 
developments in tanning that have produced the long 
line of calf and side leathers tanned by the American Hide 
and Leather Company, and sold the world over. 


When it’s “American” — it's better. 


AMERICAN HIDE ano LEATHER COMPANY 





squemmmemnemsy BOSTON, MASSACHUSETTS Summmenmmsnenesmmes 


























































THREE MILLION MORE THIS YEAR 
and Everyone a Customer for Gaby Shoes 


VITAL statistics show that this year there will be 
at least three million more babies to be fitted with 
shoes, and each of them is a prospect for an Ideal 
sale. They'll be healthy, happy babies, too; those 
lucky ones who get Mrs. Day's. Safe from their first 
pair, they'll be steady repeat customers, ready for 
a new pair with each change of size, which in a nor- 


mal child occurs five to eight times yearly. 


Mrs. Day's family of dealers enjoy the finest baby shoe busi- 
ness in America. Careful fitting, and the reputation for qual- 
ity that Mrs. Day enjoys account for that success. Years of 
careful research have taught her to know just which materials 
are best for each type of baby shoe. Expert working of these 
materials have produced this outstanding line. 











Good Fitting Requires 
Foot Analysis 


[CONTINUED FROM PAGE 42] 


impossible to give any definite instruc- 
tions for the use of these devices. The 
new salesman should be given careful 
instructions in the use of the particular 
device used in the store in which he is 
working. 

6. The salesman should measure both 
feet while the customer is seated, and 
then ask the customer to rise and mea- 
sure both feet while the customer is 
standing. 

7. The salesman should note any dif- 
ferences in the two feet for it is always 
safer to fit the larger foot. 

8. The salesman should be careful to 
note differences in the measurements 
taken while the customer is seated, and 
those taken while the customer is 
standing. This difference indicates the 
amount that the foot spreads in weight 
bearing. An extreme difference in these 
two measurements may indicate a 
structural weakness or an extreme fiex- 
ibility which may require the help and 
advice of an expert fitter if a satisfac- 
tory selection is to be made. 


9. Some further observations that 
should be made are the following: 

a. The length of the toes in propor- 
tion to the length of the foot from the 
heel to the ball. 

b. The shape of the ball of the foot, 
especially the thickness of the foot at 
this point in proportion to the width of 
the foot. 

c. The general swing of the forepart 
of the foot as to whether it is straight, 
inflare or outflare. 


10. A careful examination of the 
worn shoe will frequently indicate 
many characteristics of the foot, for a 
well worn shoe will generally have 
acquired the form of the owner’s foot 
regardless of its original shape. 

These few steps are but a framework 
on which the new salesman can build a 
complete foot analysis which will en- 
able him to do a professional job of fit- 
ting shoes. The new salesman should 
be given an opportunity to practice this 
routine on other members of the or- 
ganization. A short time spent each 
day in analyzing the foot of some fel- 
low-worker under competent guidance 
and instruction will serve to give the 
new salesman a broad practical back- 
ground with which to approach this 
most important task of fitting his cus- 
tomer’s correctly. 





Reopen in Temporary 
Quarters 


OKLAHOMA City, OKLA. — The Roy 
Logan Shoe Store reopened at 219 
North Broadway, recently, following 
the fire which destroyed their entire 
stock in the old Main Street location. 
They will move back to Main Street as 
soon as the building is repaired. 
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New York 


MARBRIDGE BUILDING 


47 West 34th Street 1328 Broadway 















5 Sod 


Se Se, 
PS REN 


Pins, iim Redeye 


GUY ads Pige 


Shoes With a Future 


Be prepared for an upsurge of 
popular demand for Bellaire shoes, 
when normal production of this 
nationally famous footwear can be 
resumed. Far-seeing retailers recog- 
nize in Bellaire shoes the fulfillment 
of a million women’s desire. 

Meantime, we’ll keep you and your 
loyal customers supplied to the best 
of our ability. 


x*x** 





To maintain equitable distribution among our re- 
tailers, we cannot at this time establish new accounts. 


BELLAIRE SHOE COMPANY 


PORTLAND, MAINE 


F HOLME STICKNEY, WALKER 










Review of the Retail Trade 


low heel pump, and frame-bow san- 
dal in the lizard. 

At the end of January Foley Bros. 
introduced a style line, offering tan 








calf and black kid anklets with high 
heel, straps with walking heel, and 
sling pumps, priced at $14.95, and a 
brown lizard sling pump at $15.95. 

Generally, the classic opera pump 
and sling pump are as popular for 
dress and office wear as are the tie or 
oxford, notwithstanding critical trans- 
portation problems. 

Casuals are popular despite the 
early season, due mainly to the mild 
climate. Sakowitz promotes them in 
soft leather in black and brown, as 
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[CONTINUED FROM PAGE 56] 


“perfect companions with your back- 
less play clothes or with your casuals 

. so comfortable indoors and out.” 
Chandler’s, Baker’s, in fact, most of 
the Main Street stores are promoting 
colored cloth shoes of the wedge and 
anklet types. 

The biggest sellers at Burt’s since 
the pre-holiday season, according to 
Phil S. Hirsh, manager, and one 
which promises to continue are match- 
ing bag and hat sets, styled in jersey 
and available in all colors from yel- 
low through cerise and black at 
$5.98. The sets are displayed in the 
windows and at two locations within 
the store; in the wall space above 
and behind the hosiery counter; and 
on a table just beyond the regular 
handbag counter and short of the fit- 
ting chairs. These sets are handled 
by Baker’s Shoe Store, also. 

Allen’s Shoe Store offers pouch 
bags, in brilliant cotton prints for 


Spring and Summer use. Krupp & 
Tuffly, Inc., has two different window 
displays devoted to handbags; the 
one in the front window is a $5.00 
collection; the one in the far side 
window, which includes leather as 
well as broadcloth and embroidered 
faille, is an $8.95 collection. 

These stores that were well-stocked 
with galoshes have done a land-office 
business during the continued heavy 





rains that have done so much damage 
to Houston’s streets and footwear. 
Since the rains will probably continue 
for another month or two, this busi- 
ness will undoubtedly hold up. 
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Whrarever else may be said of America, it IS a business country, and 
it “means business” today in fighting this war. Like most of the monu 
facturers, we would like to get back to ovr peacetime business, the main 
part of which is the production of metal display fixtures. ALL of our metal 
construction today is on vital war materials. After the war, we will be in 
a better position than ever to furnish you with sales stimulating metal 
displays which pay for themselves many times over in profits to you. Yes, 
Darling Metal Display Fixtures are truly worth their “wait” in gold. If 
you want to be one of the first to see our postwar catalog, drop us o 
line NOW. We are producing some displays of non-critical materials, 
which are available today. Write for catalog 170, L. A. Darling Company, 
Bronson, Mich. New York Offices and Display Rooms: 735 Marbridge Bidg. 


DARLING 


METAL DISPLAY 








How Can We Insure 
Post-War Prosperity? 
[CONTINUED FROM PAGE 40]. 


comely home for man in the entire 
history of the human race, through the 
planned integration of all its myriads 
of initiatives, making ourselves individ- 
ually prosperous in the process of re- 
building America. 

I am amazed when industrialists call 
this “Utopian.” Let them look at their 
own industries! They are Utopian. A 
Utopian industry demands a Utopian 
market. If it doesn’t organize a com- 
mensurate market, the Utopia of pro- 
duction will vanish in chaos. 

The imaginations that organized the 
production side of industry can also 
organize the market if they will apply 
to the problems of consumption the 
same boldness of vision and enterpris- 
ing organization they have applied to 
the problems of production. Organized 
production cannot survive an unorgan- 
ized market. The challenge is primarily 
directed at the leaders of business to 
bring into being a PCB (Peace Con- 
sumption Board) which will eliminate 
future need of a PWA, WPA or WPB. 

The chance will be ours after this 
war. If we miss it, it is unlikely that 
history will ever offer us another one. 
Our grandchildren, on the contrary, 
will be emigrating to some other land 
of opportunity. 
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WORTH THEIR “WAIT” IN GOLD 





Customers Come Back for 





LEXOL 


LEXOL helps to increase store tram 
and keeps contact with cus rs 
when regular sales are slow 
Recommend LEXOL, the self-pene 
trating leather conditioner; it insures 
longer shoe life 

LEXOL is nationally advertised. We 
furnish posters and imprinted fo jers 
Order from your jobber or direc 


3 oz. (25c.) size —$1.80 doz 
Pint ($1.00) size —$7.20 doz. 


THE MARTIN DENNIS CO. 
880 Summer Avenue, 
Newark 4, N. J. 






















Size 1'/2" x 2%" 

6 Doz.—$1.25 

12 Doz.— 2.25 
Canada 

6 Doz.—$1!.40 

12 Doz.— 2.55 


FIXTURES 





Great Little Time Savers 


Price Tags with imprinted prices, any selection desired. 
Spring Circular showing 10 color designs sent on request. 


“U"'—Green with yellow trim—white board—price black 


Merchants’ Service Dept., 209 S. State St., Chicago 4, Illinois 


With store name 
printed on tags: 
12 Doz.—$3.85 
24 Doz.— 6.20 


~~ 


Canada 
12 Doz —$4.35 
24 Doz.— 6.95 














Keep Feet Fit 
[CONTINUED FROM PAGE 41] 


the war. Feature a folder or booklet— 
free on request, or by calling at the 
stores—which gives the general rules 
of foot care, along with other informa- 
tion of interest, such as how to walk 
and stand properly. 

LOOK (December 14, 1943) devoted 
three pages of pictures to “Home-Front 
Courier”—the mailman—who has worn 
out four pairs of shoes a year for 23 
years; now extra route and extra loads 
raise his shoe consumption to FIVE 
PAIRS YEARLY! Putting a good re- 
porter on the job, with a camera, should 
produce some great “human interest” 
stories to be used in ads or special 
articles. You'll find most feature writ- 
ers and editors ready and willing to 
cooperate in furthering your coopera- 
tive program—especially where the 
various foot specialists, health officials 
and others who are interested have 
been invited to join with you in your 
Foot Health Week Program. The files 
of various stores, and doctors, should 
reveal case histories of many who have 
been helped back to health, happiness 
and efficiency through the correction of 
foot or shoe difficulties. Personnel or 
health directors of local factories should 
have stories that will make good pub- 
licity if you explain the patriotic pur- 
pose of your Foot Health Week pro- 
gram. 





You might also incorporate in your 
program a contest, with small prizes 
for the best true stories about foot 
care or the correction of foot difficul- 
ties, sent in by individuals. Or it might 
be developed as a contest among school 
children on “Why we must take good 
care of our feet.” The idea of “audience 
participation” seems to always be a big 
help toward audience interest. 

Considerable attention should be 
given to radio talks and personal ap- 
pearances by qualified speakers, all con- 
tributing of their knowledge and ex- 
perience to aiding everyone—in the 
homes, in the schools, in the shops and 
factories, in civilian war services—to 
“Keep on Your Toes in ’44.” Be espe- 
cially sure to invite and include those 
who may have been active in such ideas 
as foot examination for school children, 
industrial clinics for the prevention of 
foot troubles among men and women 
who use their feet to earn their living, 
or the foot clinic directors of your local 
hospitals. To this list you should, of 
course, add the shoe men who can and 
will talk. Effort should be made to get 
all the audiences possible for the six 
days—and also to have copies of all 
good talks for general distribution, or 


newspaper publication. In these talks, 
endeavor to have the need for prevent- 
ing “foot fatigue” and the attendant 
body exhaustion, as well as correcting 


the outright “ailments” of the feet 
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lay Resigns 


Sr, Louis, Mo.—A. L. Lay, general 

r of the Pennant Shoe Co. 
branch of International Shoe Co., re- 
signed on February 15 to devote all of 
his time to private interests. Henry 
fund, who has been associated with 
te Pennant branch for a number of 
years, has temporarily taken over its 
management. 

It is understood that Mr. Lay will 
operate a general mercantile business 
in addition to farming and banking in- 
rests in and near his home town of 


Warsaw, Mo. 





George M. Groves 
(elebrates 75th Birthday 


Shoe Company of Chicago, celebrated 





GEORGE M. GROVES 


his 75th birthday on February 12. For 
more than 50 years Mr. Groves has, in 
his executive capacity, directed the 
progress of his business. In 1894 he 
became associated with H. Lobdell & 
Co., and it was with this company that 
he sowed the seeds of his later very 
productive years. In 1902 he estab- 
lished his own firm of Groves & Rood, 


in 1926, he formed the Groves Shoe 
Company. In 1940 he became chair- 
man of the board, and D. F. Groves, his 
son, assumed the presidency and the 
active administrative duties. Through- 
out George M. Groves’ interesting ca- 
reer he has witnessed the gradual evo- 
lution of shoes, from the simple Mary 
Jane slippers of the Gay 90’s to the 
more sophisticated type of shoes. 

Mr. Groves states quite frankly that 
he believes present conditions in the 
shoe industry offer the most perplex- 
ing problems that he has ever encoun- 
tered in his long experience. Wartime 
restrictions and regulations are nat- 
wally challenging the ingenuity of 
every factor in the industry from tan- 
ner to retailer. He believes, however, 








that present-day obstacles can be over- 
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From International | « 


Cuicaco, Int. — George M. Groves, | 
chairman of the board of the Groves 


and upon the retirement of Mr. Rood | 
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come. His ideas, ‘“‘Complete coopera- 
tion with government agencies on the 
part of everyone in the industry will 
bring about a fair distribution of foot- 
wear” and “Price restrictions will save 
a million business lives because they 
will prevent any extreme deflation after 
the termination of the war, certainly 
a condition to be desired in view of the 
many ‘business deaths’ which followed 
the tremendous inflation after the last 
war.” 





Grant Templin Retires 


MINNEAPOLIS, KANSAS. Grant 
Templin, owner of Templin Shoe Store, 








here, retired recently and sold the store 
to his son, Ernest, who has assisted his 
father in the operation of the store for 
the past 24 years. Mr. Templin, Sr., 
has been in poor health for some time. 

Grant Templin has been known as 
the “dean” of businessmen in Min- 
neapolis for some time. He entered 
business in 1892, and a few years later 
moved into the building which is now 
occupied by the store. 

The store will continue, under the 
new ownership, to extend service to 
residents of Ottawa County, with the 
same policy of dependability that it has 
pursued for 52 years. 
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For Perfect | Heads 80-Year-Old Shoe Fing pei 


Shoe Forming | 





CHESTER D. HEYWOOD 












Mr. Heywood, active head of The Heywood Boot & Sho 
Company of Worcester, Mass., is the grandson of Sam 
Richardson Heywood, who founded the business in 1 
Frank Heywood, son of the founder and father of the 
| ent head of the firm, was actively connected with his fc 
in the conduct of the business until his death in 1899. 
other son, Albert S. Heywood, succeeded the founder o 
the firm when he died in 1913 at the age of 91. Chester D 
Heywood succeeded to the presidency of the company 
h h ‘ . . # the death of Albert Heywood in 1938. 

Today, shoe shopping is a serious matter. Throughout the length and breadth of America, the na 
With the thought of surrendering a treasured o Meywood stands for quality, dependebiiity ond 

. . . style in men's shoes, and the anniversary o s sta 
ration coupon with her purchase, Mrs. and Miss as New England manufacturer is hailed by well kno 
America carefully scrutinize every detail of the and successful merchants who have been proud of 
shoes that are being shown. association with the house and its products. 
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Present your shoes in the most attractive and | The Editor’s Outlook 
appealing setting. Be sure they are perfectly 
formed, to bring out every feature of fit and [CONTINUED FROM PAGE 47] 





styling, beauty and quality. 














mighty strong edge for sole leather, at the beginning o 


Fairy Forms are the final word in perfect shoe the ration period—when shoe repair was in everyone’ 


showing. The variety of styles and the wide mind but that holiday for repair machines has abated 
range of plain and pearlescent colors includes to what is now a fairly normal shoe repair business. 








the correct form for your use. | The battle for sole leather is not going to be won a 
| lost in the scramble for bags of soles but rather in th 

Write for new Fairy Form | over-all consideration of total supply measured agains 
catalog and price list. Army and civilian production needs. More sole leathe 


may come out of the Argentine and more sole leathe iin of 


i | may come out of herds suffering from the Winte checkin g 

drought and feed crisis that leads to heavy Sorin | The m 

slaughter; and perhaps some increase in soles maj here poi 

- : come through the Army making most of its shoes with _ 


rubber soles and heels and thereby needing less heavy witintec 
midsoles and insoles. But nothing in the sole leat te ieen 

















, te ~~ { 

picture indicates that the civilian can be assured 0 studies 

SHOE FORM CO. INC. good leather soles in all walking shoes for the civilian Pa 
AUBURN - N. Y. must wear an increasing number of composition soles — 

if an adequate supply of shoes is to be built. simply : 
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Retail Sales, Independent Shoe Stores 
December, 1943 
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ST. LOUIS 
[CONTINUED FROM PAGE 72] 


ypes of outlets that are handling their shoes and they are 

thecking the kind of job their dealers are doing. 
The market analysis done by some of the big line houses 
Points in the direction of eliminating as much waste 
Spossible in the methods of selling and distributing shoes 
the war. For it is a recognized fact among all shoe 
manufacturers that competition after the war is certain to 
perhaps keener than before the war. Out of the 
thus far made there comes one evident conclusion, 
ramely, the manufacturer that keeps in close touch with 
customer operations and helps him do a better job of 
ising is going to fare better than the one who 

‘imply makes shoes and peddles them. 
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SPORTOCASIN THOUGHTS 
... POST-WAR 


Happy American homes. Work for their earn- 
ers and good wages for the work... 


Bass factory machines humming at full peace- 
time production. Busy Bass craftsmen ...men 
and women putting traditional care 

and skill into the making of fine 

Bass Outdoor footwear... 


Thousands of happy dealers with their 
shelves and storerooms again amply stocked 
with complete lines of famous Bass 
Sportocasins ... No more 
having to say, “We're sorry, 

but— geet 


Busy cash registers recording 
consumer appreciation in 
good green dollars... 


Thousands of Americans enjoying peace-time 
sports a little more, thanks to 
the moccasin-construction 
comfort of Bass Sport- 
ocasins... 


That box that used to hold the shoe-ration 
coupons, at last just a “souvenir” ... 


Worth working for and waiting for, don’t you 


think? 
G. H. BASS & CO. 
Dept. BS-17, Wilton, Maine 


BASS Sportocasins 
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SHOE DRESSINGS 
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CAVALIER 
BOOT CREME 


The 
Original 
Stain 
Polish 
(In Jars) 





CLEANS 
DYES 
PRESERVES 
OILS 
BRILLIANT SHINE 


Favored by the Armed Forces 
Sold by the Shoe Trade 


CAVALIER COMPANY 


BALTIMORE, MARYLAND 
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MEN'S OPERA SLIPPERS 
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CLEARANCE 
UNRATIONED 


$4.75 —  Fasric uppers 
@ LEATHER LINING 
@ LEATHER SOLES 


@ COMPO CONSTRUC.- 
TION 






sizes @ RUBBER HEELS 


™-11 


SOLD IN STRAIGHT 36 PR. CASES ONLY 





ARNOFF SHOE CO., INC., 101 Duane St., N.Y.C 
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| Buffalo Retailers Join in Travelers’ Shov} gee 


Hold Dinner, with Prominent Speakers, as Climax of Two Day 


Showing, with 35 


BuFFALO.— The Shoe Show, spon- 
sored by the Shoe Travelers Associa- 
tion of Buffalo, took place January 
30-31 in Hotel Statler, and brought ex- 
hibitors and buyers from several cit- 





Officers of the Greater Buffalo Shoe Re- 

tailers Association at the dinner given 

Monday evening at Hotel Statier. Top 

row, left to right: Oliver F. LaReau, sec: 

retary, and Charles W. Reis, director; 

bottom, George W. Cooke, president, 
and Benjamin Etkin, treasurer. 


ies — Syracuse, Rochester, Jamestown, 
Niagara Falls, Toronto, Canada, Bos- 
ton and others. Thirty-five shoe com- 
panies and manufacturers had exhibits 
and it was estimated that some 350 
buyers attended, making it what was 
considered a very successful show. 

Exhibitors revealed certain facts 
that seemed to be common to all—pat- 
ent leathers are much in demand; 
gabardines with calif trim are also 
among the better rationed shoes. 
Among the non-rationed shoes high and 
pastel colors are shown in great num- 
bers by all women’s shoe manufacturers 
and dealers. Children’s shoes are a 
popular seller. It is predicted that the 
supply of white shoes for the coming 
summer will be ample, but all styles 
now shown may not be available. 

All in all, it is agreed that better 
grade merchandise is difficult to pro- 
cure and is leading to greater demands 
for the non-rationed shoes. Here bet- 
ter materials are now being used in 
the cloth tops, with soles of synthetic 
leathers and plastics. Great strides 
have been made in perfecting these lat- 
ter materials during the last year. 

Irwin Schocket, of the Best Shoe 
Company, Boston, remarked, and all ex- 
hibitors showing women’s shoes agreed 
with him, that business has been ex- 
ceptionally good and this show has been 
an indication that retailers are becom- 
ing more conscious of purchasing shoes 
of better value than during the past 
season. Gabardines and lizard trim 





shoes, Army russets, patent leather and 


Lines on Exhibition 


kid sandals are among the most jp. 
sistent wants of buyers. Loafers, mg. 
casin types and casual walking show 
are difficult to get and retailers 
finding it hard to keep a stock of thes 
on their shelves. 

Companies featuring men’s shoes ex. 
pressed the hope that men’s shoe 
might have a ration holiday as hay 
women’s low-priced shoes. Dave Sieg. 
ler, of Julius Goldstein & Sons Com. 
pany, said emphatically: “Men’s sap. 
dals should be released as well as all 
women’s and boys’ moccasins. Because 
of the shortage of slippers, moccasins 
and sandals are in many cases taking 
their place.” 

Edward Krug, of the Golo Slipper 
Company, said he was showing fewer 
styles of slippers than at any pre. 
vious show. “Materials are hard te 
get and prices are high,” he said. 

Harry Levison, of Butler Shoes, told 
RECORDER: “I am _ buying reptiles 
and whites wherever I can, but other 
than this am following the trends of 
the shoes in most popular demand.” 

The show was climaxed by®a dinner 
held at MacDoel’s Restaurant in Buf- 
falo, at 7 o’clock, by the Greater Buf- 
falo Shoe Retailers Association, at- 
tended by some 150 members of the 
association and guests from the style 
show. Main speaker of the evening 
was Richard Templeton, former Buf- 
falo District Attorney, who spoke on 
“Peace After This War Is Over.” 
Other speakers were William Pidgeon, 
director of the National Shoe Retailers 
Association; Major Morrow, Buffalo 
Recruiting Officer; Joseph Gillespie, 
head of the shoe division of OPA for 
Buffalo and Rochester. Mr. Lowe, also 
of the Buffalo OPA, was unable to be 
present. 

Mr. Templeton gave a history of the 
United States from the days of the 
Louisiana Purchase to present times 
and said that if the American Senate 
had not blocked the League of Nations 
in 1919 we might not now have been 

in this war which is costing over $300, 
000,000,000 and thousands of lives. 

Mr. Pidgeon said, “The shoe industry 
is getting along better in Washington 
with the ration program than any other 
group.” He also spoke of the new re 
tail prices on rubbers and hopes that 
old stock on merchants’ shelves may 
be marked up to meet these present 
prices. He also advocated a period in 
July or August for a two-week ration 
holiday for white, shoes. ; 

Mr. Gillespie expressed the belief 
that some types of boots, now requir 
ing special ration stamps, should be re 
leased. 


Major Morrow remarked that he has 
found the best type of soldiers are 
men who in civilian life took an active 
part in business associations or ¢ivit 
endeavors. 
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LAST PLANTS 


Portsmouth, Ohio 
Johnson City, N. Y. 


Brockton, Mass. 


St. Louis, Mo. 


Designers and manufacturers of 
quality lasts for 34 years. Use 
‘Controlled Measure- 
ment" lasts for better fit and 
better style in all sizes and 


PORTSMOUTH, OHIO 


HEEL PLANTS 


Portsmouth, Ohio 
Johnson City, N. Y. 


Effingham, Ill. 
Rochester, N. Y. 


LUMBER MILLS: Antigo, Wis.; Donken, Mich. 








Shoe Store Staff Honors Retiring Member 
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This photo was taken at the banquet given in honor of Mr. Widenor at the Hotel 
Casey, Scranton, recently. Mr. Widenor is second from the right in the background. 


SCRANTON, Pa.—The staff of Lewis 
& Reilly, Inc., held a banquet recently 
in honor of William Widenor, who is re- 
tiring from active business association 
with the firm. Mr. Widenor started in 
the shoe business in 1890 in a small 
shoe store in Scranton. He maintained 
his connection there until 1900, and it 
was in 1910 that he joined the Lewis 
& Reilly organization. 

That his 34 years of faithful service 
were appreciated was evidenced by the 
commendatory speeches of E. E. Evans, 
aresident of the firm; Gordon Evans, 
vice-president; William R. Davies, who 

also a long record of service with 
the company, as well as other members 
of the staff. 


February 15, 1944 


Mr. Widenor was presented with a 
suitcase on behalf of the Lewis & Reilly 
staff, and a check from the manage- 
ment. He expects to enjoy his leisure 
by following a number of hobbies 
which, as he explains, he “never had 
time for” previously. 

Approximately 45 members of the 
staff and guests attended the banquet. 





Represents General in Chicago 


Cuicaco, ILL. — George W. Harris, 
well known shoe salesman in metropoli- 
tan Chicago, is now representing the 
Acrobat play shoe division of General 
Shoe Corporation in both Chicago and 
Milwaukee. Mr. Harris for the past 
ten years represented Butler Brothers. 





Post-War Machinery Discussed 
At Compo Conference 


Boston, Mass. — A meeting of dis- 
trict managers of the Compo Shoe Ma- 
chinery Corporation was held here at 
the home office during the week of Jan- 
vary 17. The purpose of the confer- 
ence was to bring together branch of- 
fice executives for the purpose of dis- 
cussing new designs of Compo machines 
which are being developed for post-war 
installation. 

District managers who attended were 
William J. Duffy, of Philadelphia; O. 
Bors-Koefoed, of New York City; Ber- 
nard W. Dougherty, of Haverhill; and 
James J. Long, of Auburn, Maine. 
While in Boston they attended the 75th 
anniversary banquet of the New Eng- 
land Shoe and Leather Association. 


Macy’s Open Chicago Office 


Cuicaco, Itt.—Further evidence of 
the growing importance of Chicago as 
a buying center is to be seen in the 
opening of buying offices by R. H. Macy 
& Co. in the Merchandise Mart. This 
new office, which is combined with that 
of the May Department Stores Co., is 
under the direction of S. M. Jacobs. 
Buying operations from this city will 
cover markets in the Middle and South- 
west. Combined purchases of Macy’s 
and the May Co. total $400,000,000 an- 
nually. 
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BOWLING SHOES 
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AScO 
BOWLING SHOES 
ond OXFORDS 
2 STYLES IN STOCK 
IMMEDIATE DELIVER’ 
All reg. combination soles 
Right foot rubber sole 
Left foot leather sole 
FEATURING 
NO-MARK SOLES 






ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C HH 


See OO Oe ee er ee ee AP ee eee 


SANDALS 
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NON-RATIONED 


ROPE SOLE SCUFF 


Fast seller for locker 
use 


in clubs and 
Service Barracks 


WATER REPELLENT 






Full Sizes 
Men's 6-11 $ 30 
Khaki, Navy Blue 
Women's 3-9 por pr. net 
Khaki only F.0.B. Chicago 


For immediate Delivery 


WILLIAM COHAN 


SHOES 
Midwest Distributor 
Knomark and Esquire Shoe Dressings 
19 S. Wells $t.—Chicago 6, Ill. 
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MEN'S SIZES 612-12 
‘ $1.50 





Style 26147 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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Marshall, Meadows & Stewart 
Elect New Officers 


AUBURN, NEw YORK—At a meeting 
of the Marshall, Meadows & Stewart 
organization in Auburn, New York, 
new officers were elected: James F. 





~ 
Marshall, President; Weir Stewart, 
Chairman of the Board and Treasurer; 
Robert I. Emmet, Vice-President; 
Thomas Penney, Jr., Secretary. 

St. Clair Chappell, president for the 
past eleven years, retired from active 
participation in the business and a tes- 
timonial dinner was tendered him at the 
Osborne House in Auburn, with 300 
employees present. After the dinner 
and speeches, he was presented with a 
gold watch and chain from his asso- 
ciates. 

James F. Marshall and Weir Stew- 
art are well known to the trade and 
in the election of Robert I. Emmet to 
the executive staff, the company hon- 
ored a well-known traveling man for 
his extra curricular activities as well 
as his long service in sales. Mr. Emmet 
has been contact man to the shoe pro- 
curement officers of the WACS, 
WAVES and SPARS and more recent- 
ly to the Russian Women’s Army Ser- 
vices. Mr. Emmet makes his headquar- 
ters in New York City and covers the 
big town trade throughout the coun- 
try. 

His experience in shoes dates back 
to A. M. Creighton Company in 1915; 
thence at Churchill and Alden Com- 
pany, Brockton. He served 22 months 
in the Army in World War I. He later 
sold shoes in the far west and south- 
west for Watson Shoe Company and 
jeined Marshall, Meadows & Stewart 
in 1933. 

Mr. Chappell is now in Florida for 
three months’ rest and later plans to 
devote himself to private affairs. 

At the meetine it was nointed out 
very significantly that the M. M. & S. 
organization had played a pioneering 
and important part in the service of 
shoes to women in the armed forces, 
and that the information gleaned as to 
lasts of the type of the Warhawk will 


ROBERT |. EMMET 
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DESPITE PRIORITIES, MANPOWER 
AND MATERIAL SHORTAGES, 
WE ARE ABLE TO OFFER 


| A COMPLETE LINE OF UNUSUAL 
ADVERTISING NOVELTIES AND 
SOUVENIRS FOR BOYS AND 
GIRLS. 


PROMPT DELIVERY ASSURED 


42 YEARS OF LEADERSHI? 


THE Lb INDUSTRIES inc. 


39-45 WEST 19th 7 NEW YORK Ccitr 





play a part in the post war world—with 
uppers of soft leathers as well as stand- 
ard military weights. 





Simpson Heads Little 
Falls Firm 
Y.—At the annual 


LITTLE FALLs, N. 
meeting held recently, new officers of 
Little Falls Felt Shoe Co. were elected 
as follows: President, Frank M. Simp- 
son; vice-president, Stacey Simpson; 
secretary and treasurer, Sam M. Simp- 
son; assistant treasurer, Richard Rasch. 

The new president has been connect- 
ed with the company for 32 years, serv- 
ing most of that period as secretary 
and treasurer. He succeeds Frank 
Engel who died last July. Stacey Simp- 
son and Sam Simpson are sons of the 
president, who has just concluded 4 
term as director of the National Boot 
and Shoe Manufacturers’ Association. 
At present he is a member of WPB 
Shoe Manufacturers’ Advisory Board. 





Start Sign Ad Campaign 


CuicaGco, ILt.— Advancing decaleo- 
mania signs as an important form of 
advertising media, The Me) a Co. 
is releasing a series of ads to twenty- 
seven business papers in 1944, suggest 
ing that advertisers include their use in 
national promotion. 
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y. F. Kelley 
Visits Coast 


Cuicaco, Inn.—V. F. Kelley, Shoe 


Division sales manager of The Scholl | 


Mfg. Co., Inc., and well-known to shoe 
wen the country over, is making his 
annual trip to the West Coast. He 
will contact shoe stores, department 
stores, and owners of Dr. Scholl Foot 
Comfort Shops. In addition, Mr. Kelley 
will spend much time with West Coast 
business executives, discussing post- 
war possibilities of that area. 

Recently Mr. Kelley presided over 
the Educational Conference conducted 
by The Scholl Mfg. Co. for its entire 
sales organization. Much of the suc- 
cess of this conference, which was ac- 
daimed the finest ever held by the firm 
is accredited to him. 


Named to Industrial 
Division Post 
New YorK.—Sering D. Wilson, who 


has been largely responsible for the de- 
velopment of the industrial division of 





SERING D. WILSON 


the Homasote Company, has been 
vice-president in charge of 
sales of that division. Mr. Wilson, 


who has been with the company for 











SHOEMAKING IN LINCOLN’S DAY WAS NOT WHAT IT IS NOW 


The niceties of modern shoemaking were unknown. The tanning of 
leather was primitive. A farmer would tan a hide and leave it with 
the town shoemaker, to make what shoes he could from it. Style and 
fit were questionable. Picture the contrast. A large volume of our 
scientifically tanned sole leather is used daily by manufacturers, who 
supply dealers everywhere with men’s shoes of all kinds. 


KISTLER SOLE LEATHER A Balanced (Bark) Tannage 
is known and valued for qualities.“Honest Abe” typified. 















nearly eight years, has served as man- | 


ager of the industrial division for the 
last three and one-half years. 

The industrial division of the Homa- 
sote Company covers the manufacture 
and marketing of shoe parts. From a 
simple idea for a single product, this 
division under Mr. Wilson’s leadership 
has expanded in the past three and a 
half years. The company now supplies 
& number of parts to the shoe trade. 
_Mr. Wilson has built up an organiza- 
Hon of trained shoe men. This organ- 
ation, with headquarters in New 
York, is under the supervision of Sam- 
uel May. Mr. Wilson is mapping out 
& Program of expanded production 


schedules for the comin 
g year and for 
after the war. 


February 15, 1944 





Commissioned Ensign 
In U.S.N.R. 


ROCHESTER, N. H.—Saul Katz, former 
general manager of the Hubbard Shoe 
Company, operating plants at Roch- 
ester and East Rochester, has been 
commissioned an Ensign in the U. S. 
Naval Reserve and has reported for 
duty. His brother, Irwin Katz, is an 
Ensign attached to the Destroyer Es- 
cort Fleet. Both are married. 

Mr. Katz, a graduate of the Univer- 
sity of Pennsylvania, has been general 
manager of the company since 1939, 
when he returned from a tour of the 


LEATHER COMPANY 


WESTERN OEPARTMENT 1012 NORTH THIRD STREET. MILWAUKEE. WISCONSIN 
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shoe manufacturing centers of Europe 
after graduating from college. 

During his absence his father, Sam- 
uel J. Katz, will continue as active head 
of the business. 


Manages Burt’s Shoe Store 


Houston, TeExX.—Phil Hirsch is now 
manager at Burt’s Shoe Store, here, re 
placing Harry Goldstein who recently 
was inducted into the Armed Forces at 
San Antonio. Mr. Hirsch came to the 
Houston store from Birmingham, Ala., 
where for 15 years he was associated 
with Edison Brothers. 
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WOMEN'S SPORTS 
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PROMENADE 


PRESENTS 


JOY ¢ SKIPS 


GHILLIE TIE 
12/8 HEEL 

LEATHER 

SOLE 


$215 | 
PROMENADE SHOE CORP. 


118 WEST BROADWAY NEW YORK 13, N. Y. 





STYLE 5515 
$-5 to 9 

M-3 to 9 
IN STOCK 
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CHILDREN'S SHOES 
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The C. A. Haines 
Health Shoe 





Pier-A-Proved Cushion 
construction, soft and 
smooth inside, scientif- 
feally designed; ail 
leather. 


White 





Goatskin 


SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. 
Oar Distributors 
American Ce., 8. Freiburger & Bro. Co., 
251 W. leffersen &t., 

Detreit 


as + E. Columbia St., 
Jayson Shee Co. . . . Les A 


Chicago 


‘ort Wayne, indians 
ngeles, Cal. 
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| Obituaries 
| 


Dave Marks, Shoe Salesman 
Extraordinary, Dies at 55 


CHICAGO— Dave Marks, one of the 
personalities 


best known shoe sales 
of the Middle West, died January 27 of 
a heart ailment, at the age of 55. His 





DAVID MARKS 


adult life was spent in the shoe busi- 
ness, beginning as a stock boy for the 
former Sells-Schwab Shoe Co. of Chi- 
cago. In 1912 he joined the Harsh- 
Chapline Shoe Co., of Milwaukee, cov- 
ering Iowa, where he met and married 
Nancy Allen, of Red Oak. From 1915 
to 1920 he was sales manager, leaving 
the company for a short time when its 
head, George Harsh, decided to shift 
over to direct consumer selling. 

The business was bought up by Crad- 
dock-Terry in 1921 and Dave then 
epened a sales office in Chicago to serve 
the entire metropolitan district with 
the general line of this company. 
Through 1928 and 1929 his volume each 
year averaged around one million dol- 
lars. Like all salesmen, he had his ups 
and downs, but during recent years 
from the sample room on Monroe 
Street, just west of Wells, he has kept 
up a half-million volume for the gen- 
eral line, while J. W. McHenry has 
handled the Natural Bridge line for 
Illinois, Indiana and Michigan. 

Mr. Marks is survived by Mrs. 
Marks, and a son, Mortimer, a prisoner 
of war in Japan, who was captured at 
Guam Island while serving there as 
captain of Marines in December, 1941. 
He was later given the rank of major. 
Major Marks had been called into ser- 
vice about six months previous, having 
been a reserve officer of the Marine 
Corps. Prior to joining the Marines 
for foreign duty he was active in Chi- 
cago as assistant salesman to his 
father. 

Interment was at Rosehill Cemetery. 





Harry I. Lyons 


Boston, Mass.—Harry I. Lyons, who 
had been active in the shoe industry 
in New England for 45 years, died re- 





WAVERSHOE | 


HAS ADDED A 
| Permanent New Department 


FOR THE YEAR-ROUND MANUFACTURE 
OF 


CHILDREN’S AND MISSES’ 
SLIPPERS AND SANDALS 
FEATURING: 





“COZEES” 


BOOTEES OF FULL SHEARLING 
LAMBSKINS 
Sizes 5—2 
| Packed 72 pair to case 
$4 -00 per pair 
In Case Lots Only 
Terms 5/10 EOM. 
In Stock the Year Round 
| 


| WAVERSHOE 
TRIMMING COMPANY 


CHILDREN’S DIVISION 





92 Bieecker St. New York 12, N. Y. 











cently at the Wayman House, Cam- 
bridge. His home was in Brookline. 

Mr. Lyons’ most recent connection 
with the industry was as treasurer of 
the Saco-Moc Shoe Corporation of 
Portland, Me. Prior to that he had 
been associated at various times with 
manufacturing companies in Lynn, 
Chelsea, Marlboro, Milford and Salem, 
all in Massachusetts, and in South Ber- 
wick and Saco, Maine. Prominent in 
fraternal affairs, he was a member of 
the Masons, Elks, Red Men, I. O. 0. F., 
Knights of Pythias and B’Nai B'rith. 

Mr. Lyons, whose wife died in 1942, 
is survived by a son, Nathaniel P. 
Lyons, vice-president of Saco-Moe Shoe 
Corp. and president of The 210 Asse 
ciation, Inc. 


Joseph M. Shine 


Mt. VERNON, N. Y.— Joseph M. 
Shine, for ten years director of the 
hide bureau of the Tanners’ Council, 
died recently. He was 66. 

Mr. Shine’s association with the 
leather industry goes back forty years. 
Before coming to New York he worked 
for firms in Chicago and Boston. 

Survivors are: his widow, Mrs. Sarah 
Johnson Shine; two sons, Captal 
George W. of the Army, and Paul Jos 
eph; two daughters, Mrs. Herbert F. 
Gallahan, Jr., and Miss Claire F. Shine. 
Funeral services were held in Mt. Ver- 
non. Members of the trade attended. 
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Walter B. Huette 


CHATTANOOGA, TENN. — Walter B. 
Huette, former manufacturer and 
gwmer of a chain of shoe stores, died 
recently at the age of 83. 

Mr. Huette started his business ca- 
rer with a job in a retail shoe store 
in St. Louis; later he opened a store 
of his own in Cairo, Ill. Returning to 
st, Louis he opened a store and ex- 
ded his operations to include a chain 
of five shops. In addition, he operated 
a factory in St. Louis which supplied 
his stores. He retired in 1935. 
Survivors are a daughter, Mrs. Fred- 
eric Hucheson; and two sons, Charles 
y. and Walter B. Huette, Jr. 





Charles G. Hirshman 


BeverLY Hitis, Cat.—Charles G. 
Hirshman, formerly manager of the 
gomen’s division of the Florsheim Shoe 
(ompany, passed away rather suddenly 
at the Beverly Hills Hotel, where he 
tad been for the past sixty days re- 
aperating from a heart attack sus- 
tained September last. 

Mr. Hirshman is survived by his 
widow, Edith R. Hirshman and two 
children, John and Goldie Sue. 

The Florsheim Shoe Company an- 
nounces that Mr. Hirshman’s duties 
since his incapacitation have been as- 
sumed by Earl Gray and Albert Biegel. 
Mr. Gray has been associated with Mr. 
Hirshman and with the company in the 
women’s division for the past twelve 
years. Mr. Biegel, more recently con- 
nected, comes with the company after 
many years’ experience in the making 
and distributing of women’s fine foot- 
wear. 





Evelyn Geller 


New YorK.—Evelyn Geller, daughter 
of Andrew Geller, shoe manufacturer 
and retailer, died in an automobile 
crash here recently, when the car she 
was driving sidewiped a parked car 
and crashed into a building. Miss 
Geller was an actress who, some years 
ago, played a leading part in the stage 
production of “Mendel, Inc.” 


Frederick J. Karrer 


LyNN, Mass.—Frederick J. Karrer, 
me of the best-known shoe artists in 
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the East and at one time a member 
of the staff of Boor AND SHOE Re- 
CORDER, died recently at his home in 
this city at the age of 70. 

Mr. Karrer was born in Tubingen, 
Germany, where he later studied art 
mtil his emigration to this country 
when he was 19 years old. Before be- 
coming a member of the advertising 
service department of Boor AND SHOE 
, he was employed by the Dan- 
il Green Felt Shoe Company and, 
later, by the James Conant Engraving 
Co, After leaving the staff of this 

jon, he organized his own com- 

pany and was later also connected 
with the firm of Karrer, Preg and Cal- 
He was a past commodore 
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If your shipments of shoes are delayed, don’t blame 
the shoe manufacturer or jobber; it is perhaps be- 
cause we have not made deliveries of Raw-Cord 
soles and heels as fast as your sales require. 


We have been 50% Army and Navy work for a 
long time; only one half of our entire production of | 
Raw-Cord has gone to civilian trade. 


Every energy possible here at Lima, the home of 
Gro-Cord and Raw-Cord is being devoted to serv- 
ing the armed forces—of necessity civilian trade 
has suffered, and that’s why we say, “Don’t blame 
the manufacturers or jobbers’”—bear with them and 
us until the world again assumes a normal condi- 








THE LIMA CORD SOLE & HEEL COMPANY 
OHIO 


LIMA * * 


FOUNDED BY J. E. 


GROSJEAN 








of the Pleasant Park Yacht Club of 
Winthrop, Mass. 

Mr. Karrer is survived by his widow 
and three children—Mrs. J. J. Powers, 
Louise Karrer and Lt. Col. Robert J. 
Karrer of the United States Army, now 
serving overseas. 


Edwin C. Kimball 


HAVERHILL, MAss.—Edwin C. Kim- 
ball, years ago a prominent figure in 
the shoe industry of this city, died Feb- 
ruary 2 at the Benson Hospital, here, 
at the age of 93. Until his retirement, 


In 1920 





he had been associated with his brother, 
the late Albert L. Kimball, in the manu- 
facture of women’s shoes. Mr. Kimball 
was also widely known as a _ world 
traveler and author. For several years 
after his retirement from active busi- 
ness, he conducted private parties on 
European tours, visiting cathedrals and 
art galleries, 

Mr. Kimball is survived by three 
nephews, George E. Kimball, Herbert 
W. Kimball and Charles A. Bodwell, 
all of Haverhill; and by three nieces, 
Mrs. George H. Davis, Brookline, Mass., 
and Misses Myra J. and Helen Bod- 
well, of Chatham. 
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STEEL TOE 
SAFETY SHOES 


and 
POPULAR PRICED 
WORK SHOES 
Carried in Stock 
GOODWILL SHOE 
COMPANY 


Holliston, Massachusetts Union Made 
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AUTHENTIC SHOWER SHOE 


Stam 
“MADE IN CALIFORNIA” 
For Men and Women 





Immediate Delivery 
$7.20 doz. net 
F.0.B. Los Angeles 
ABG Distributors of California, 230 W. 7th St., Los Angeles 14, Calif . 
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INNERSOLES - COUNTERS - WELTING 


EDGAR 5. KIEFER MICHIGAN 


TANNING CO., GRAND RAPID 





Paper Packs a War Punch. 
Don't Waste It! 








Large Order Placed for Combat Boots 


Contracts Awarded to Manufacturers Who Can Convert Quickly t 
New Type Army Footwear—Repair Items Loom 
Large in Buying Program 


Boston, Mass.—The Boston Quarter- 
master Depot has announced the award 
of contracts covering the manufacture 
of 1,525,000 pairs of the Army’s new 
10%-inch combat boot, pictured and 
described elsewhere in this issue. That 
ability to make speedy delivery of these 
boots was considered of importance is 
obvious from the comment of the QMD 
press release which points out that 
these contracts were “placed with con- 
tractors who are in position to convert 
quickly from the manufacture of the 
Type III service shoe to this higher 
combat boot with its two-buckled cuff.” 
Announcement of this award was pre- 
ceded by another announcing the award 
of contracts to furnish approximately 
9,000,000 buckles of the type used on 
combat boots. Combat boot awards are 
as follows: 

International Shoe Co., 400,000 pairs; 
Endicott-Johnson Corporation, 235,000; 
Brown Shoe Co., 170,000; J. F. McEl- 
wain Co., 153,000; Weyenberg Shoe 
Mfg. Co., 70,000; Freeman Shoe Cor- 
poration, 60,000; General Shoe Corpo- 
ration, 56,000; Craddock-Terry Shoe 
Corporation, 35,000; Albert H. Wein- 





Dates to Remember 


Monthly Shoe Showing, Shoe Tra- 
velers’ Association of Chicago, 
Morrison Hotel, Chicago, Ill. 
February 28, 29, 1944 

Michigan Shoe Travelers’ Club 
Monthly Show at Hotel Statler, 
Detroit. March 5, 6, 7, 1944 

*N.S.R.A. Style Conference, Wal- 
dorf Astoria Hotel, New York. 

March 7, 8, 1944 


Central Pennsylvania Shoe & 
Leather Association banquet, 
Hotel Abraham Lincoln, Read- 
ing, Pa. April 14, 1944 

Fall Showing, St. Louis Shoe Manu- 
facturers’ Association, New York. 

Week of April 17, 1944 

Fall Showing, New England Shoe & 
Leather Association, Hotel Mc- 
Alpin, New York. 

Week of April 17, 1944 

Shoe Manufacturers’ Fall Opening, 
Hotel New Yorker, New York. 

April 16, 17, 18, 19, 1944 

Advance Fall Showing, Southeast- 
ern Shoe Travelers, Henry Grady 
Hotel, Atlanta, Ga. 

April 24, 25, 26, 27, 1944 

Fall Buying Convention, Northwest- 
ern National Shoe Travelers’ 
Association, Dyckman Hotel, 
Minneapolis, Minn. 

May 7, 8, 9, 1944 

Iowa Fall Shoe Show, Hotel Fort 
Des Moines, Des Moines, Ia. 

May 14, 15, 16, 1944 





brenner Co., 35,000; Joseph F. Corcoran 
Shoe Co., 30,000; Belleville Shoe Mfg. 
Co., 30,000; Allen-Squire Co., 27,000; 
Milwaukee Shoe Co., 25,000; Perry. 
Norvell Co., 25,000; Field & Flint Co, 
24,000; George E. Keith Co., 24,000; 
Shelby Shoe Co., 22,000; John E. Lucey 
Co., 22,000; Wall-Streeter Shoe Co, 
20,000; M. A. Packard Co., 12,000; Mil. 
ford Shoe Co., 12,000; J. M. Connel 
Shoe Co., 12,000; J. Landis Shoe Co, 
10,000; G. H. Bass & Co., 8,000; Edwin 
Clapp & Son, 8,000. * 

Other recent awards include con- 
tracts to make 20,000 pairs of officers’ 
russett shoes divided among the Flor- 
sheim Shoe Co., George E. Keith Co,, 
and the French, Shriner & Urner Mfg. 
Co.; 22,318 pairs of service shoes with 
reversed uppers to be made by the In- 
ternational Shoe Co.; 180,000 pairs of 
hob-riveted service shoes to be made by 
A. R. Hyde Co., Cannon Shoe Co., and 
the Charles A. Eaton Co.; and 100,000 
pairs of safety work shoes to be made 
by the International Shoe Co. and the 
J. F. McElwain Co. 

Miscellaneous awards include ex- 
tremely large, quantities of rubber 
heels, hob nails and nylon laces 40 
inches in length. Small quantities of 
women’s overshoes and footwear also 
have been purchased, the largest item 
being 10,600 pairs of women’s service 
shoes to be made by the George E. 
Keith Co. 


Stanley T. Drake Now With 
Howard & Foster, Inc. 


BROCKTON, Mass.—Stanley T. Drake, 
one of Brockton’s best-known shoe men, 
is now associated in an executive ca- 
pacity with Howard & Foster, Inc, 
where he will be in charge of styling 
the line and handling key accounts 
throughout the United States. He was 
formerly in charge of style and ‘sales 
for the Old Colony Shoe Company and, 
prior to that, for several years was 
with C. H. Alden & Company, where he 
built up a wide reputation as a designer 
of men’s dress footwear. 





E. D. Smith, Father-in-Law 
Of L. F. Tuffly, Dies 


Houston, Texas.—Krupp & Tuffy, 
Inc., was closed Wednesday, Jan. 26, 
for the funeral of E. D. Smith, %, 
father-in-law of L. F. Tuffly, and resi- 
dent for 38 years of Houston. Mr. 
Smith died the morning of January 24 
in a Houston hospital. Ens. Edward 
L. Tuffly of Chicago is one of two 
grandchildren. 
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Selling faster than ever! 
Core CHEMICALLY TREATED 


SHOE POLISHING CLOTHS 


Thousands of new users are buying Cadie Cloths for 


that “quick shine in jiffy time” 
needed o*e 


Supplement your shoe polish business by featuring 


this popular line. 


No. SH-25—Oversize shoe polish cloth in 
— to retail at 25¢. 


individual envelope 


Premium Cadie Cloth, carries store imprint and advertising 
An excellent goodwill builder. 


No. CO-SH—Double Shoe Cloth Package, retails at 25c. 


message across the face. 


CADIE CHEMICAL PRODUCTS, Inc., 621 Sixth Ave., New York 11 





No. paste or liquid 
the shoe polish is right in the cloth 


gay, two-color 





Michigan Travelers Install Officers 
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Shoe repairing will continue at 
its present pace for a long time 
to come. The more I-T-S prod- 
ucts you can get and use the 
easier you get the work out, sat- 
isfy your customers and increase 
your rate of profit. I-T-S Left and Right Rubber Heels and 
1-T-S Tuffies now obtainable in tan as well as black, have 
extra level wear designed into them. 
Lifts attach easily and firmly, are fibre backed and won't 





1.T-S Left & Right Heels are reinforced 
at outer edges where more wear comes 













women 







1-T-S Tuffie Heel 


push out heel covers. Tuffies 
give you a neat, feminine heel 
lift with real cushioning and 
wearing quality. Ask your dis- 
tributor to allot you your full 
share of 1-T-S products — or 
specify 1-T-S if you contract 
your shoe repairing. 


The I-T:S Co. 


ELYRIA, OHIO 














Detroit, Mich.—Installation of officers by the Michigan Shoe Travelers’ Club, 


held at the Hotel Statler, here, was a major social function of the year. 


Left to 


right: Sam Kane secretary; S. S. Weiss, president, receives the gavel; H. A. Broad- 
well, vice-president; E. T. Broadwell, Michigan OPA officer who acted as installing 
officer for the occasion; E. W. Jensen, treasurer. 





Re-Elect Julian & 
Kokenge Officers 


Cotumpus, O.—-H. N. Lape was re- 
elected chairman of the board of Julian 
& Kokenge Company at the recent an- 
nual Meetings of the stockholders and 
directors of the firm. Herbert Lape, 


February 15, 1944 


Jr., was re-elected president; Howard 
B. Lape, vice-president; Robert M. 
Lape, treasurer, and W. C. Spohr, sec- 
retary. 

Directors elected to serve another 
year were: H. N. Lape, Herbert Lape, 
Jr., Felix McCarthy, Charles L. Laible, 
Howard B. Lape, W. C. Spohr and El- 
mer Kokenge. 


Heavy Advance Registration 
For McAlpin Shoe Show 


Boston, Mass. —A heavy advance 
registration totaling fully one-thrid of 
available display rooms at the Hotel 
McAlpin is reported for the 1944 Fall 
Shoe Showing which is being sponsored 
in New York by the New England Shoe 
and Leather Association, according to 
Maxwell Field, secretary-manager of 
the show. This show will be held dur- 
ing the week of April 16-20. 

“Sharing in the display of shoe lines 
at the Hotel McAlpin with manufac- 
turers from New England, New York 
and Pennsylvania,” said Mr. Field re- 
cently “will be all manufacturers locat- 
ed in the West and South, who are 
members of the St. Louis Shoe Manu- 
facturers’ Association. 

“Any shoe manufacturer in the East 
who has not yet received an official 
announcement or application from the 
New England Shoe and Leather Asso- 
ciation should immediately contact the 
secretary at 210 Lincoln St., Boston.” 





Supports War Loan Campaign 


GLENS FALLs, N. Y. — John Wiley 
Shoe Company invested every dollar 
taken in the week of January 24th in 
war bonds, supporting the 4th War 
Loan Campaign. The store also made 
it possible for every purchaser of shoes 
to buy bonds through the store, by do- 
nating $1.00 toward each bond. 
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Unrationed Shoes Hailed in Milwaukee 





Many Stores Reported Half of Available Stock Sold Out the First Day. 
Stadium-type Boot Popular with Men as Well as Women 


MILWAUKEE, WIsS.—Purchasers of 
women’s shoes in Milwaukee had a 
wonderful time the latter part of Jan- 
uary. Salesmen in stores and depart- 
ments were weary but contented, for 
the open season on women’s shoes 
opened with a bang in this city. 

The promise of a complete sell-out in 
ration-free women’s shoes in Milwau- 
kee, was further enhanced by the OPA 
announcement that the period would be 
extended until Feb. 5. Most local buy- 
ers found that the allotted 15 per cent 
of September stocks were exhausted 
long before that time. By the end of 
the first night of the sale, nearly half 
of the ration-free shoes were gone in 
most of Milwaukee’s stores. 

Play. shces outsold dress shoes on a 
ratio of three to two in most shops, and 
the majority of customers bought three 
or four pairs of shoes. Fabric play 
sandals in a variety of colors and styles 
and moccasins in red and brown were 
very popular with ration-free purchas- 
ers. 

The shoes were real bargains in most 
stores. The buver for one exclusive 
shop explained that many of the shoes 
selling for the required $3 were in the 
$6 to $10 price range in normal times. 
These shoes were slow-moving under 
rationing when most customers pur- 
chased the most expensive styles. So 
the medium priced stock in the stores 
had not been selling well. 

But with the announcement of the 
ration-free sale, these stocks were 
cleaned out rapidly. Frivolous high- 
heeled pumps, exotic play shoes, shoes 
with gadgets and fancy trim and made 


up in relatively fragile fabrics and 
leathers were in great demand. 

Suedes and gabardines in brown and 
black trimmed with bows or clasps, and 
simple dress shoes were among the more 
popular ration-free styles. Evening 
slippers now also in the unrationed 
bracket, enjoyed increased popularity 
in Milwaukee stores. 

In rationed footwear the demand for 
calfskins, fine reptiles and suedes con- 
tinued in full strength. Patent leath- 
ers in a variety of styles were fea- 
tured by several stores and depart- 
ments. Gimbel’s offered “the best fam- 
ily of flats in town,” a series of flat 
heeled patent leather sandals, both 
open-toed and otherwise, designed for 
sports and dress wear. 

Men’s rationed footwear has been 
selling very satisfactorily. Sturdy, 
practical shoes are bought everywhere 
in preference to dressy types. Plain toe 
officer varieties continue to be popular 
and wing or straight tipped styles are 
equally sought. Color preference in 
men’s shoes is predominately brown, 
and rough grained leathers are gaining 
in popularity. 
in demand in wing tipped styles. 

Stadium boots, ever popular in Mil- 
waukee, are being purchased by the 
male as well as the female element. Be- 
cause of wartime restrictions, many 
stvles utilize fabrics and composition 
soles instead of the traditional leather: 
Aviator-stvle storm boots are becoming 
increasingly popular w'‘th Milwaukee 
men. Retailing from $20 to $25 a pair, 
they are a very successful counterpart 
to the female stadium boots. 





William E. Parker 


Boston, Mass.—William E. Parker, 
for 32 years a member of the staff of 
the Weekly Bulletin of Shoe and 
Leather News, well-known business 
paper, died February 2 at 18 Ware 
street, Cambridge, where he had made 
his home for many years. 

Mr. Parker—an able, honest and 
conscientious worker—had spent his 
entire business life in the printing and 
publishing field. He joined the staff 
of the Weekly Bulletin after having 
been employed for several years by the 
George H. Ellis Co., one of Boston’s 
large printing establishments, and had 
always occupied positions of responsi- 
bility. At the time of his death, at 
the age of 70, his duties were those of 
general manager. He was, also, ac- 
tive in fraternal societies, having been 
a 32nd degree Mason and a past- 
master of the lodge to which he be- 
longed in Cambridge. 

Mr. Parker was born in Lawrence, 
Mass., in 1874, but had lived most of 
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his life in the university city. He had 
never married and his nearest surviv- 
ers are a sister, Mrs. Arthur Zittel of 
Mt. Vernon, N. Y., and a niece, Mrs. 
Herbert C. Cook of Banana River, 
Florida. 


Darling Wins Army-Navy E 


BRONSON, MicH. — For excellence in 
production of war materials, the Navy 
Department has advised Trowbridge 
H. Stanley, president of the L. A. 
Darling Company, that their metal 
plant had been awarded the coveted 
Army-Navy “E.” In view of the fact 
that Darling is the first metal display 
fixture manufacturer to win the award, 
this news is of special interest to all 
those who have foregone badly needed 
metal displays, to provide these addi- 
tional production facilities for the war 
program. New precision equipment 
used for war production will be re- 
tained by Darling to produce displays 
in the post-war period. 


Norwegian calf is also.. 


Brueckmann and Hein 
On International Board 


St. Louis, Mo. — The International 
Shoe Co. recently elected two new mem- 
bers to its board of directors. They 
are Carl E. Brueckmann and C. L, 
Hein. 

Mr. Brueckmann has been with In- 
ternational for the past twenty years 
and has held the office of secretary of 
the corporation for the past five years, 
In addition, he served one term as 
president of International’s Progress 
Club, an organization made up of com- 
pany executives. 

Mr. Hein became associated with In- 
ternational in 1929. After a short time 
with the Continental branch he was 
appointed sales manager of the Vital- 
ity branch. In 1941 he was made gen- 
eral manager of Vitality. Mr. Hein 
served one term as president of the 
Progress Club and two terms as presi- 
dent of the St. Louis Shoe Manufac- 
turers’ Association. He is wide and 
favorably known among shoe buyers 
throughout the country. 

Edgar E. Rand was reelected to the 
board after a year’s absence. 





Shoe Retailing Included in 
Business Institute Plans 


Rocuester, N. Y.—Shoe retailing— 
the management of shoe stores, as well 
as shoe salesmanship — will have a 
prominent place in a proposed New 
York State Institute of Business, a 
Board of Regents project for which 
backing of merchants is sought. 

Ernest A. Beaumont, treasurer and 
director of the New York State Shoe 
Retailers’ Association, attended a meet- 
ing in Albany of representatives of 
other state-wide associations when the 
project, which is expected to be located 
at Utica, was explained. 

John C. Watson, president of the 
New York State: cil of Retail 
Merchants, presided affecting which 
was held for the purpos of getting the 
support of merchants of all classes of 
merchandise within the state. 

After reviewing some of the prob- 
lems of distribution in recent years, he 
pointed out that industry is confronted 
with a question as to whether processes 
and methods of distribution under which 
the country has grown great will be 
changed for untried methods. 

Then he pointed out that the post- 
war goal of annual income is $135,000,- 
000,000; that jobs will be needed for 
from 55 to 57 million productive work- 
ers; that there must be a great expan- 
sion of sales if these ends are to be ac- 
complished. ] 

The proposed institute would train 
young men and women not only in 
salesmanship, but in the management 
of stores, and it has been indicated 
that there will be 100,000 returned sol- 
diers who want to continue their educa- 
tion, many of them to prepare for the 
retail field. 
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Patriotic Price Tags 


Add Color and Eye Appeal to Your 
WINDOW TRIMS | 


Great little time savers! 





FS 


Colorful : : 
Easter Price Tickets 


(109 prices) in-stock 
Size of tickets 1/2" x 24/4” 


SPRING CIRCULAR showing Easter Lilies display card 
(8” x 14”) with six hand lettered texts to select from: 


Size 
15%” x 21/4” 
109 Different 
Prices in Stock 


9 


B—Blue border 

with yellow stars 

—white board — 
price in black. 


6 Doz. — $1.25 
12 Doz. — $2.25 





144 Tickets — $3.85 








With Store Name Imprinted: 


Any selection of prices desired 
Check with Order Please: 

If C. O. D. Preferred. Add 12c 

If Special Delivery, Add 15c | 


DISPLAY CARDS: 75c¢ Each; 3 for $1.85 
List of texts to select from will be sent on request. 


Detailed Information on Monthly Service at Your Request. 
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H—Red banner — 

blue border on | 

white board— 
price in black. 


6 Doz. — $1.40 
CANADA 12 doz. — $2.55 
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Army Justifies Adoption 
Of New Combat Boot 


[CONTINUED FROM PAGE 32] 


“The strap on the bottom of the leg- 
ging which goes under the arch was 
found to wear out quickly on rocky 
terrain, while laces failed at critical 
times, and, finally, the leggings proved 
dificult to clean, were slow to dry out 
after washing, and gave little protec- 
tion against water and mud. 

“The new combat boot was developed 
by the Quartermaster Corps last year 
to overcome these disadvantages in the 
use of leggings, but still afford neces- 
sary protection for the ankle and 
lower leg and provide a convenient and 
simple means of confining the trousers 
by tucking them into the cuff of the 
boot. The new boot was tested thor- 
oughly, not only in this country but in 
the Mediterranean and Southwest Pa- 
tifie War Theaters as well, and has the 
enthusiastic endorsement of officers and 
men overseas. 











“The weight of the new boot, four 
and three-quarters pounds per pair, is 
no greater than that of the Type III 
service shoes, plus the canvas leggings 
which are worn with them, and the 
n2w boot gives much greater comfort 
and protection to the soldier than was 
afforded by the shoe-and-legging com- 
bination. 


“The five-inch leather cuff, which 
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| 
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“E” (Easter Egg) 


ready Feb. Ist. 








“V": White easel, 


Fuchsia & yellow bright pin 
design on white green design — border, green 
background, pink background. stripes. 


Any selection of prices desired, list on request 
6 Doz.—$1.25; 12 Doz.—$2.25 
(Canada, 6 Doz.—$1.40; 12 Doz.—$2.55) 

With store name imprinted 
12 Doz.—$3.85; 24 Doz.—$6.20 
(Canada, 12 Doz.—$4.35; 24 Doz.—$6.95) 


Check with order please, unless C.O.D. preferred 


BOOT AND SHOE RECORDER 





constitutes the top part of the combat 
boot, is the key to its great efficiency. 
Both the Germans and the Japanese 
use a field boot with a canvas top and, 
from exhaustive studies of these boots, 
and from talks with prisoners of war, 
the Quartermaster Corps has definitely 
established the fact that the canvas 
top has many shortcomings. Y. 

“There is a marked tendency of the 
canvas cuff to sag; it does not give 
proper support, and it offers far less 
resistance to water and mud. Present- 
day warfare often necessitates soldiers 
crawling over all types of terrain and 
here again the leather cuff possesses 
great advantages in protection and 
durability. 

“Because ‘the Army has a vital in- 
terest in the conservation of leather, 
definite steps were taken by the Quar- 
termaster Corps to effect such savings. 
Rather than have a five and one-half- 
inch cuff, leather was saved by keep- 
ing the cuff at five inches and adding 
one-half inch to the top of the quarter 
of the shoe itself. Instead of a com- 
plete leather cuff, a canyas lining is 
used, with the double advantage of 
saving leather and affording a good 
holding surface for trousers when they 
are tucked in the.top of the boot. By 
raising the break in the back of the 
boot another saving in leather has been 
accomplished while adding to comfort 
qualities.” 

The depot announces the award of 
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contracts to make 57,000 pairs of these 
combat boots—an addition to the 
1,525,000-pair order reported elsewhere 
in this issue of Boor AND SHOE ReE- 
CORDER. Holland-Racine Shoes, Inc., is 
to make 20,000 pairs. G. P. Crafts 
Company and R. P. Hazzard Company 
will make 10,000 each. Charles A. 
Eaton Company will make 9000 pairs; 
and the Jung Shoe Mfg. Company will 
manufacture the balance—8000 pairs. 





Michigan OPA Man 
Honored on Retirement 


DeETROIT.—The Michigan shoe indus- 
try is uniting in an unusual tribute to 
its “policeman,” John Scott Black, who 
is retiring as head of the OPA Shoe 
Rationing office for this district, after 
serving a year. Event is slated for 
Tuesday, February 8, and is in the 
form of a banquet tendered to Black 
at the Hotel Statler. Black is leaving 
for California, where he will have an 
OPA post. 

Heading the committee of arrange- 
ments are leaders of both travelers and 
retailers, Clyde K. Taylor, secretary- 
treasurer, Michigan Retail Shoe Deal- 
ers Association; S. S. Weiss, president, 
Michigan Shoe Travelers Club; and 
David Lieberwitz, former president, 
Detroit Retail Shoe Dealers Associa- 
tion. 
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THE TALK OF THE TOWN 
* & Made on the new Genuine Baby Doll last * * 








Ration Free 











LaporaTtory WEAR TesteEp, Soles 





that will wear as good or better than Leather Soles 


* 


IMMEDIATE DELIVERY .... 


Closed Toe—IN FABRICS 


5544 Red Fabric 

5545 Green Fabric 

5546 White Fabric 

5547 Wheat Fabric 

5548 Blue Fabric 

$006 Red High Heel 

$007 Green High Heel in Fabric 





Open Toe—IN FABRICS 


5500 Red Fabric 
5501 Green Fabric 
5502 White Fabric 
5503 Wheat Fabric 
5504 Blue Fabric 
5505 Imitation Patent 


B Width Only | 


Price 210 F.O.B. 





BOSTON 


PACKED IN 18 and 36 PAIR CASE LOTS—SIZES 3/7 - 4/8 - 5/9 





ROGERS BROS. 


216 LINCOLN ST., BOSTON 


SHOES INC. | 








Postpone Effective Date 
Of Pricing Amendment 


WASHINGTON, D. C. — Postponement 
of the effective date of Amendment 3 to 
Revised Price Schedule 9, from Febru- 
ary 1 to June 1, was announced re- 
cently by OPA in Amendment 8 to that 
schedule. The amendment makes 13 
changes in the regulation, some in pric- 
ing requirements and some only in 
wording. The four-month extension of 
time is provided in order to issue the 
revised regulation well in advance of 
the expiration date of this postpone- 
ment. 
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OPA again postponed the effective 
date of this amendment in order to 
study comments recently made by the 
three industry advisory committees 
representing the packers, dealers and 
brokers, and tanners on the changes in 
the existing price schedule that had 
been embodied in a proposed new regu- 
lation. 

Since members of the industry criti- 
cized several features in the amend- 
ment when it was issued last August, 
the effective date was first postponed 
to October 1, 1943. OPA postponed the 
effective date a second time, until De- 
cember 1. 


Boston Club 
Holds Meeting 


Boston, Mass. — Approximately 300 
members of the shoe, leather and allied 
industries attended the 315th dinner 
meeting of the Boston Boot and Shoe 
Club held recently at the Hotel Ven. 
dome. President Francis C. Donovan, 
in opening the meeting, announced that 
new applications have - brought the 
membership of the club to within a 
few of the membership limit set by 
the directors. Guest speaker of the 
evening was James R. Young, war cor- 
respondent, who spent thirteen years 
in Japan. Japan will fail, he said, be- 
cause of the vulnerability to attack of 
its transportation system, its indus- 
tries and its hydroelectric plants, all 
of which, he said, are strung out along 
a thinly-held coastline. 

The next monthly dinner-meeting of 
the club, contrary to established prece- 
dent, will be held in February, on 
Wednesday evening the twenty-third, 
at the Hotel Statler. Guest speaker 
at this all-entertainment meeting will 
be Milton Bacon, noted humorist and 
narrator on the “God’s Country” coast- 
to-coast CBS program. Mr. Bacon's 
talk will be “Watch Yourself Go By,” 
a fascinating medley of humor and 
philosophy. 

President Francis C. Donovan, who 
will preside, will serve as toastmaster. 
Musical entertainment will be provided. 





Assigned to Specialist F 
Training Unit 

SANTA Fre, N. M.—Mac Feldhake, 
ewner of the Mac Feldhake Footwear 
Salon, here, has been assigned in the 
Army to a specialist training unit. The 
footwear shop will continue in the same 
manner, featuring novelty styles of 
footwear for women, exclusively. 





November Production Off 


St. Louis, Mo.—Production of shoes 
in the Eighth Federal Reserve District 
for November, 1943, amounts to 5,928,- 
246 pairs. This total represents a drop 
of 11 per cent as compared with Oc- 
tober, 1943, and is 9 per cent above 
the same figure for November, 1942. 
Production for eleven months of 1943 
was 74,616,846 pairs, 3 per cent below 
the same eleven months of 1942 
amounting to 77,128,660 pairs. 





Shoe Man’s Son Decorated 


New YorkK.— Barney Kimless of 
Carmo Shoe Mfg. Company, received 
word recently that his son, Set. Hilton 
J. Kimless, was cited for outstanding 
performance of duty in a battle in the 
Buna-Guna area (South Pacific). Sgt. 
Kimless is with a Signal Service Com- 
pany, part of the Papuan Forces. His 
brother, Clifford, is a bombardier with 
the Air Force. 


Boot and Shoe Recorder 














a | 


-eting 


nately 300 
and allied 
ith dinner 
and Shoe 
[otel Ven. 
Donovan, 
inced that 
ught the 
within a 
it set by 
er of the 
, War cor- 
Pen years 
» said, be- 
attack of 
ts indus- 
lants, all 
out along 


eeting of 
ed prece- 
uary, on 
nty-third, 
. Speaker 
ting will 
orist and 
y”? coast- 

Bacon's 
Go By,” 
mor and 


yan, who 
stmaster. 
provided. 


eldhake, 
‘ootwear 
1 in the 
nit. The 
he same 
‘yles of 
y. 


ff 


of shoes 
District 
» 5,928,- 
; a drop 
‘ith Oc- 
t above 
r, 1942. 
of 1943 
t below 
F §=61942 


ed 


ess of 
eceived 
Hilton 
anding 
in the 
). Sgt. 
e Com- 
Ss. His 
r with 


corder 








UNCLE SAM’S FIGHTING MEN— 
are well shod 


Our military leaders, appreciating the importance of intelligently 
designed footwear, have endeavored to equip our fighting forces with 


the most serviceable types possible. 


A Booklet illustrating types of military foot- 
wear from 1861 to date, sent on request. 


UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON 10, MASSACHUSETTS 
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SALESMEN WANTED 


SALESMEN WANTED 





Essential Workers need Release Statements 


Essential Workers need Release Statements 


HELP WANTED 


$$$ 


Essential Workers need Release Statement 











FLORIDA TERRITORY 


Manufacturer of Women's low priced 
Sports wants experienced salesman to 
replace man just gone into Service; 
can be handled as side-line. Estab- 
lished trade built up_oyer many years.. 
Give full details. 

Address 6-950, care BOOT & SHOE RECORDER 





10 High Street, Boston 10, Mass. 








SALESMAN WANTED TO CARRY SMART 
LINE of Women’s rationed and non-rationed 
playshoes—$4 to $5 retailers. The line can 
be carried as a sideline. North and South 
Carolina and Maryland now open; also Cole- 
rado, Arizona, New Mexico. References re- 
quired with application. Address 2946, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





HOE SALESMEN WANTED ior Detroit 
and adjacent territory; also salesman for 
Texas and Oklahoma. Must have general Line 


knowledge. Give full details of your past ex- 
perience. C. W. MARKS SHOE COMPANY, 


41 South Wells Street Chicago, Illinois. 





WANTED for 

South Dakcta, Nebraska, North Carolina, 
South Carolina, Illinois, Texas, Oklahoma, 
Arkansas, Alabama, Mississippi, to sell popular 
priced Line of growing Girls’ Sports, Playshoes 
and Men’s Rubber Footwear. Address #952, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N : 


SALESMEN North Dakota, 





SIDE LINE SALESMAN WTD. 


Essential Workers need Release Statements 





SALESMAN FOR TEXAS, Stitchdown Shoe 

Manufacturers: 2 sole and 3 sole; Misses’, 
Children’s, Infants’, Gents’ and Youths’; Also 
Infants’ Prewelts; Nationally known; selling to 
volume trade only as Jobbers, Chains, etc. Make 
up case lots only. Commission basis only. State 
experience, qualifications, Lines Carried, Terri- 

_ tory travelled. Volume of business sold, etc. 

* Address: Box 954. care Boot and Shoe Re- 
corder,. 109 East 42nd Street, New York 17, 
New York: 





BUSINESS OPPORTUNITY 








NOTICE 
WE ARE OPENING Family Shoe 
Store. Will take on any good Jobber 


or Manufacturer’s Line; will buy Jobs 
and Close-outs. Send samples or Cir- 


cular. Also will buy Shoe Store. 
W. M. SHAFER 
Box 604 Lancaster, Kentucky 














POSITION WANTED 


ERE’S A MAN who is in an Executive 

Capacity: General Manager medium sized 
department store; nine years with present con- 
cern: who has had 18 years’ experience Buyer, 
Manager. in every phase of Chain and Depart- 
ment Store merchandising. This man has a 
reputation; record will stand investigation; 
Background: highest, finest calibre; Personality 
among his best assets. This man is 38 years 
old, with a family, desirous of new connection 
March Ist, on West Coast. Reason he will 
disclose in interview. Address 73945, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. ¥. 








SIDE LINE SALESMAN, fast-line in-stock 

Men’s, Women’s, Children’s Play Shoes and 
Slippers. Entire South and Southwest open. 
In reply mention States covered and Line car- 
ried. Address #930, care Boot & Shoe 
1 aie 100 East 42nd Street, New York 17, 





WANTED SALESMEN, TO SELL AS 

SIDELINE, Women’s and Misses’ Novelty 
and Sport Shoes, rationed and non-rationed; 
Women’s Arch Supports; Playshoes; Camp 
Moccasins, and House Slippers—Pennsylvania, 
Ohio, Michigan, Maryland and all Southern 
States. Address #947, care Boot & Shoe 
ee 100 East 42nd Street, New York 17, 





SIDELINE SALESMAN — one for West 

_ Coast, one for Mid-West territory, to sell 
slippers and Playshoes. Mention States covered 
and line carried. Address #953, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





M4: 45, Sales, Purchase, Stock, Shipping 
and Manufacturing experience; reliable 
and steady. Employed; excellent references; 
wants position as Assistant to busy executive. 
Midwest preferred. Address: Box 944, Boot 
and Shoe Recorder, 209 South State Street, 
Chicago 4, IIl. 





OUNG MAN, DRAFT DEFERRED, A-1 

Women’s Salesman and Merchandiser, desires 
West Coast position. Address Box B-941, Boot 
_ Shoe Recorder, 10 High Street, Boston 10, 
Mass. 





FOR RENT 


ODERN STORE FOR RENT in Shenan- 

doah, Pa., town of approximately 35,000— 
next door to Woolworth’s: 100% location; 
available at once. Address #948, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





ATTENTION, RETAIL SHOE SALEs 

MEN: There is a wonderful opportunity jp 
Health Spot Shoe Shops for men with shoe re 
tailing experience who are capable of assuming 
responsibility and taking complete charge oj 
store operations. Unlimited earnings under jib 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers ar 
important qualifications. Here’s chance to cap 
italize on your ability. Persons in war work 
or essential activity mot considered withoy 
statement of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave 
nue, Danville, Illinois. 





RETAIL STORE MANAGERS WITH 
SHOE CHAIN EXPERIENCE 
Excellent opportunity to affiliate with opr 

chain organization in managerial positions. Opes. 

ings in Midwest as well as the East. Write giving 

complete resume of experience, age, and 

marital status. Address 951, Care 

BOOT & SHOE RECORDER 

100 East 42nd Street, New York, N, Y. 











OREMAN, LADIES’ SHOES, Welts and 

Shiccas; experienced in Lasting Room. J. 
P. SMITH SHOB COMPANY, 671 No. San 
gamon, Chicago, III. 





MAN GER FOR HIGH GRADE SHOE 
DEPARTMENT in large Eastern City 
Capable floor supervisor, with good background 
State full @articulars; including draft status. 
Good income ‘and future. Address 2949, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, : 


N LIMA, OHIO, A SHOE STORE featuring 

high-grade Men’s, Women’s and Children’s 
Shoes, has an opening for a High-Grade Floor 
Man—a Salesman whose experience will speak 
for itself. Top flight salary to begin—and 
bonus if you prove successful. Permanent job 
for man who knows the Retail Shoe business. 
References exchanged. Call on, or write 
FRANK H. SILL, 230 N. Main, Lima, Ohio. 


WANTED TO PURCHASE 


CORRECTIVE SHOE STORE, Health Spot 

preferred, in Florida or Texas. Address 
#943, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 














James Osborne 


CINCINNATI, O.—James Osborne, 81, 
retired shoe worker formerly associated 
with the Krippendorf-Dittman Con- 
pany, died here recently. He had been 
in failing health for 13 years. 

A native of Cornwall, England, Mr. 
Osborne brought his bride to Cincinnati 
a few weeks after their marriage 55 
years ago. He had lived in Cincinnati 
since. 

Besides his widow, he leaves a daugh- 
ter, Mrs. Susie Osborne Smith, with 
whom he lived. 








Minimum charge, 75 cents. 


address should be counted. 





The rate for “Position and Lines Wanted” 


CLASSIFIED ADVERTISING RATES 


per word for all 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the addrese. 


advertisement is 4 cents 


The rate for all dispiay classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


Advertisements for this page must be in our New York Office 10 days preceding publication date. a 


In all other cases each word of the 


undisplayed advertisements. 
Minimum charge, $1 
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ee, 
WANTED TO PURCHASE WANTED TO PURCHASE WANTED TO PURCHASE 
~ “2 , 
WE WILL BUY FOR SELL US YOUR SURPLUS BETTER GRADE SHOES 
CASH and convert into CASH & RATION CURRENCY 
a RETAIL SHOE STORES any quantity and at fair prices 
ee, AND PAY HIGHEST PRICES WRITE, WIRE OR PHONE 
ED CAMITTA SHOE COMPANY M. K. WEIL SHOE CO. 
ee | LR, Re 1326 Washington Ave., ST. LOUIS, MO. Ce. 4898 
@ Statements | 
‘oraraniy cf [SRL YOUR SURPLUS STOCKS THE COUNTRY’S FOREMOST AND LARGEST SHOE BUYER 
1 with shoe re. to ’ 
sc gassnin || KIRSCH-BLACHER CO., INC. BUYS FOR CASH 
ince under | ey se - +. ae AND RATION CURRENCY 
Gustomers an Ree os aniboee BRANDED SHOES — PARTIAL STOCKS 
it war wat | fW110 Duane Street, New York END SIZES FOR EXPORT — DISCONTINUED LINES 
ss: HEALTH | Phone: WOrth 2-5377 and 5378 and 5379 ENTIRE STOCKS 
a tot SHORT TERM LEASES ASSUMED 
ns with |] | anuus A Sam CAMITTA & SONS 
+ ITH |} | URPLUS AND COMPLETE STOCKS eeTABLIenes sete 
sare || | OF BETTER GRADE SHOES 95 READE ST., NEW YORK 13, N. Y. 
_ Wee ag FoR CASH AND RATION CURRENCY PHONE COrtiandt 7-6378-9 
- SHORT LEASES ASSUMED 
:DER 
ne Peorscrs> LIBERAL PRICES PAID IN CASH! RATION CURRENCY 
» Welts and Ff)  =RVIN RUBIN, INC. 
Mw || 3 ANY SHOES TO. SELL? 
671 No, San | The House of Jobe” : 
Ty) ysl YOU'LL FIND IT WORTH WHILE 
yr | Phone BARCLAY 17-1881 TO CONTACT— 
a MOSINGER BROS 
o 
Mera SHOE STORES JOBBERS OF BRANDED SHOES SINCE 1916 
© wil pe a ee Phone CEntral 6746 1235 WASHINGTON AVE., ST. LOUIS, MO. 
bein BARSH & CEASAR 
BESS Se 
a ATTENTION!! 
. CANCELLATION STORES 
HASE SHOES WANTED WE HAVE 
ae oe ( rt Yy S | THOUSANDS OF PAIRS 
» ie onve our ourpiuses — 
— oe ore Women's BRANDED SHOES 
____ | | Into Cash and Coupons 695s — «7.95 ———«N0.95's 
ALL CURRENT SHOES 
Wire, phone or write today PRICED RIGHT—IN GOOD RUNS AND SIZES 
orne, 81, P | IMMEDIATE DELIVERY | 
- ape sree CO., ANE, Jimmy SALZMAN Suoe Co. 
j JOBBERS OF FINE SHOES 
had been | | 19-81 Reade St., New York, N. Y. 45 WEST 34TH ST. NEW YORK CITY, N. Y. | 
—_ Phone WOrth 2-5180 _— - 
incinnati 
iage 55 
ncinnati “0 ing ee WANTED TO BUY 
Reptile Models Movi ’ 
sag. | Mepile Models Moving |! MEN'S GOODYEAR WELT SHOE FACTORY 
the leading retail s i ; pings WE 
in dis city, is featuring Spring — If you are interested in disposing of all or any part of factory, 
- eee in ring-lssds and alliga- advise us in care of Boot and Shoe Recorder, giving full 
zards at prices ranging from ‘ > . 
ta. “se to $13.95 a pair. details as to the grade, present production and approximate 
are featured in attractive win- ; 
7" dow display, and in newspaper adver- yee. 
» These smart Spring styles are ADDRESS 942, CARE BOOT & SHOE RECORDER 
= ‘ommanding wide attention, with sales 100 EAST 42nd STREET, NEW YORK, N. Y. 
moving well, it is reported. 
pcorder 
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real source of profits. 


Inquiries invited 


357 Fourth Avenue 


LYNCHBURG, VA. 


Our factoring service makee it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


Branch Offices 
GRAND BAPIDS, MICH. 
BTU 


setits wv). 


for Manufacturers 
and Selling Agents 
of Shoes, Leather 
and Allied Products 


NEW YORK 


LOS ANGELES. CALIF. 








LaGuardia Plan Raises 
Problems, Says OPA Man 


New YorRK.—Daniel P. Woolley, Re- 
gional OPA Administrator at New 
York, stated February 1 that the plan 
advocated by Mayor LaGuardia to end 
rationing of children’s shoes costing 
less than $3 would raise new and se- 
rious problems. The Mayor’s recom- 
mendation was that children’s shoes be- 
low $3 be sold without shoe coupons, 
which he said would provide more cou- 
pons for the use of other members of 
the family. 

After consultation with the Regional 
Rationing Division, Mr. Woolley stated 
that the present supply of various 
types of shoes for civilian use is in- 
sufficient to meet increased demands 
which would result from the Mayor’s 
proposal. In addition, the Mayor’s pro- 
posal may create inequities, in that it 
would give adults in families with 


young children more shoes than would 


Mats AND Idec Ss 





OR YOUR 


NEWSPAPER, ADVERTISING 





—If you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 


A quarterly matrix service of carefully 
written copy, photographs and beauti- 
ful art work for direct mail and news- 
paper advertising. 


2. Vincent Edwards Idea Clip- 
ping Service 
Actual newspaper tear sheets of ads 
of shoe stores; you select the exact 
stores and cities you want to see or 
— the selection to our advertising 
staff. 


3. Learn Advertising at Home 
Advertising is an interesting study and 
pares you to write more effective 
etters; to acquire a larger vocabu- 
lary; to comprehend the sales and 
merchandising problems of a business, 
and to be de finitely in a position to 





ideas. 


. 
VINCENT EDWARDS & CO. 


World's largest advertising service 
organization 


342 Madison Avenue, New York City 
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be allowed adults who have no young- 
sters. 

“There is a serious shortage of shoes 
for civilian use, because of heavy mili- 
tary demands,” Mr. Woolley said. “For 
example, in misses’ and children’s shoes 
alone, the country is faced with a pro- 
duction deficit of 13,000,000 pairs an- 
nually. 

“The OPA is doing everything pos- 
sible to solve the problem of children’s 
shoes. The War Production Board has 
taken steps to increase the production 
of this type of footwear. OPA has al- 
ready taken out of the rationing pro- 
gram certain types of children’s shoes 
which do not use critical materials. At 
the present time OPA and WPB are 
meeting with the shoe industry to work 
out further plans to ease the situation. 
It must constantly be borne in mind 
that there is now an under-supply of 
leather and other materials for shoes 
for civilian use.” 

If a family with young children has 
used up all its shoe coupons, the OPA 
has provided a procedure for those 
youngsters who need rationed foot- 
wear: The OPA issues special shoe 
stamps on application to the local War 


Price and Rationing Board. A child 
is eligible for an additional shoe 
stamp if: 


1. He has spent the shoe stamp in 
his own War Ration Book and there 
is no shoe stamp available within his 
immediate family. 

2. He does not own more than one 
pair of wearable shoes that will fill 
his need. 

3. The need is for general wear or 
work shoes, and not for shoes that are 
wanted merely for style or appearance 
or for recreational use. 


4. His shoe requirements are not 
filled by an institution. The applica- 
tion must be made to the local board 
in the area where the applicant lives. 

Mr. Woolley pointed out that a great 
number of such applications have al- 
ready been made at local boards and 
that many hundreds of cases have been 
taken care of. The procedure is simple 
and applications are acted upon 
speedily. 

Mr. Woolley also pointed out that at 
the present time two stamps are valid 
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WHALLIAM ISELIN & Co.. INC. 


FOUNDED 1808 


BUILD UP 


MORALE 


ON THE FIGHTING FRONT 


A gun doesn’t need 
morale, but the man 
behind it does. Send 
him cheerful news 


from home... often. 


VA 


“Lennox 


St Lous 





indefinitely for shoes, Coupon 18 in 
War Ration Book 1 and the Airplane 
Stamp No. 1 in Book Three. These 
stamps are interchangeable within the 
family for the purpose of supplying 
needs. 


Promoted to 
Lieutenant-Colonel 


GRAND Rapips, MicH. — Word has 
been received here that Major E. & 
Ellis, sales executive of the Eagle 
Ottawa Leather Co. and a former part 
ner of the Hatton Leather Company, 
has been promoted to the rank of lt 
Colonel. The promotion was made 
Fort Benning, Georgia, where Col. Ellis 
was recently assigned to the Advanced 
Officers School in preparation for over 
seas duty. 

Col. Ellis was ordered to active duty 
in August, 1941, as he held a Captain's 
commission in the Reserves. He was 
promoted to the rank of Major in the 
Spring of 1942 while serving as exec 
tive and administrative officer for the 
Advanced Glider School at Goodfellow 
Field in Texas. About a year ago he 
was transferred to the Infantry and 
was stationed at Camp Wolters, Texas 
until his recent assignment to Fort 
Benning. 
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KEEP Srachee CLEAN 





Clean brushes last longer and do 
better work. Hold a wet sponge 
to the face of the revolving 
brush until dry and hardened 
sediment or stain is softened 
and removed. Brushes washed 
while spinning on the shaft 
throw out the water and keep 
it from entering the construc- 
tion at the hub where it could 
cause warping or swelling: 
Power brushes should be clean- 
ed at least twice a day. 


Weeks or even months of wear 
can be added or taken from the 
life of a power brush depending 
on the treatment it receives. The 
best and most economical gum- 
ming and staining is accom- 
plished with the tip end of the 
bristle or hair. “Burying” the 
shoe in the brush turns brush 
material at a sharp angle, weak- 
ens it and causes it to wear out 
faster. Too much pressure can 
also mat down the hair or bris- 
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USE ALL OF THE Brack 


Another way to get maximum 
service from a power brush is to 
move the shoe from side to side, 
utilizing the entire face. Avoid 
continual use of one spot as a 
hollow will be worn and the full 
eficiency of the brush destroy- 
ed. Reversing the brush at inter- 
valsalso aids in obtaining longer 
more even wear. Use brushes 
correctly and before discarding 
one, make sure that it has given 
all possible production. 


WHY CONSERVE? 
Demands on the time, raw 
stocks and energy needed 
fo replace wastefully used 
materials, detracts from the 
facilities needed to further 
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tles causing them to cut against 
each other. 




















Brushes not in use should be kept in a dry 
box, closet or storeroom with plenty of 
moth repellent. Bristle and hair are both 
favorite foods of the moth. 
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TAKE GOOD CARE OF WHAT YOU HAVE 
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In New Location . 


New YorK—Nancy Nuyens, Inc., 
moved recently to a new location at 
22 West 43rd Street. The store was 
previously located on West 57th Street. 
The store, which specializes in careful 
fitting, is carrying also a line of hand- 


bags in fabric and leather to retail | 


from $5.00 up. 


General Shoe Corp. 
Purchases Tannery 
NASHVILLE, TENN.—Acquisition of the 


Whiteall, Michigan plant of Eagle-Ot- | 


tawa Leather Company was announced 
recently by Maxey Jarman, president 
of General Shoe Corp. The transaction 
was concluded by O. C. Williams, audi- 


tor and officer of General Shoe Corp., | 


and by Julian B. Hatton, president of 
Eagle-Ottawa. The plant, employing 
about 110 persons, will continue in 
operation as in the past, Mr. Jarman 


said, with the same personnel and the | 


same management. 

L. H. Radcliffe is the plant manager. 
Heavy military strap leather is pro- 
duced. The tannery was started in 1865 
by the Eagle Tanning Works. In 1901 
the Grand Haven Leather Co. was pur- 
chased and operated until 1910 when 
the Ottawa Leather Co. was formed. 


J. O. Ball with Council 
For Government Relations 


[CONTINUED FROM PAGE 73] 


principles to the authority of the Fed- 
eral Government. 

“Whatever we may think of changes 
in our social and economic structure is 
relatively unimportant,” said Mr. Ball, 
“compared to what American industry 
is going to do about it. It is evident 
that pressure methods of so-called 
‘strong men on industry committees’ 
and the alleged influence of those who 
went to school with some senator or 
congressman—are losing their efficacy. 
There are usually men on both sides 
of controversial issues who went to 
school with the senator, or whatever 
government official is mentioned; but it 
is all old stuff to men who know their 
way around Washington. 

“In spite of all that is said about 
the labor lobby in Washington,” Mr. 
Ball concluded, “the extensive research 
work and carefully prepared statistical 
presentations by organized labor are 
worthy of note. Such data and infor- 
mation are accomplishing more than 
the old methods of hatchet-throwing 
contests between management and la- 
bor, when both sides claimed every- 
thing in the hope of getting the best 
of it, with stool pigeons and double 
crossers on the payrolls of each. The 
same principles can be properly applied 
to government and public relations; and 
it is on this basis that I am undertak- 
ing my work with the Council for In- 
dustrial Government and Public Rela- 
tions.” 
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